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You Sell Quality and 
Complete Satisfaction 


when you sell the 


NICKEL PLATE LINE 


With this line on your shelf you can be sure of 
good profits, good sales and satisfied customers. 


BLACK JACK STOVE POLISH PASTE 


leads all others in quality and sates. Finest polish made tor 
Stoves, Ranges and Stove Pipes. BLACK JACK STOVE POL- 
ISH gives a brilliant jet black polish, makes no dust and leaves 
no odor. 


PEERLESS ALUMINUM ENAMEL 


comes ina handy container. The powder is held in the cone-shaped 
part which screws onto the can which contains the liquid ingre 
dient of the enamel. This enamel is excellent for use on any sur- 


face where a bright enamel finish with frosted silver effect is 
desired. It needs no polishing and can be washed the same as 
nickel. It is moisture proof and yrevents rust and decay, there- 


fore it is just the thing to use on exposed metal work. 


PEERLESS GLOSS BLACK ENAMEL 


has no equal for use on stove pipes, registers, grates, was stove 
bodies and iron work of all kinds. It gives a brilliant jet black 
finish that never wears off. It is ready mixed and dries quickly. 
Sure to please your customers. 


HAND WITCH 


The lightning, antiseptic dirt remover. Takes off grease, grime 
and dirt easier than any other cleaner. Saves the mechanic a lot 
of time and it leaves the hands soft and smooth. This cleaner 
does not eat or burn the skin. Use and sell the popular HAND 


WITCH. 
RUSSIAN ASBESTOS FURNACE CEMENT 


Mr. Warm Air Heater Installer, have you ever tried this cement ? 
It is the best made. Used for mounting and packing joints and 
seams in Warm Air Heaters, Ranges and Stoves, making them 
gas tight. It is made of asbestos materials and is fire and acid 
proof. It hardens quickly and adheres to anything. Order a 
can now. 


Write today for our catalog and circulars 


NICKEL PLATE STOVE POLISH COMPANY 





CHICAGO, ILLINOIS 
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MAHONING 
HEATERS 


Sell Themselves 


Se many superior qualities are 
involved in MAHONING con- 
struction that to tell of one would 
slight others equally as important. 


'ff43No need to talk Mahoning qualities. 
‘Show your customer,—he will see it at a 


glance. 


very where 
We want good live dealers every : a tena cee 
aid offer a tempting proposition. piacein the Mahoningaystem Note how the admission Crate 


through the slots in the firepot causes combustion to take place 
all around the outside of the fire. The hottest part of the flame 


A style and size for every purpose. is in direct contact with the outside surface of the heater where 


the radiation of heat takes place. Only one of the features that 
have made the Mahoning famous from coast to coast. 


The MAHONING FOUNDRY CO. 


YOUNGSTOWN, OHIO 


A Mammoth Plant With a Mammoth Production 


| Pe 

TRA OE NAME R RES Sree ee EO 
The Steel Furnace that is pos- 
iti -tt, it’ ou’re not handling th 
itively gas-tight, because it’s made _ If your t hendling the 
rig ht ° tomers and we are all losing 


. money. Write for illustrated 
Made of tested metal, cold-riveted to- literature and prices. 


ether. No direct draft to warp and 
uckle. Stays in order. 


FRONT RANE 


Steel Furnace 


is fool-proof. Gets more heat value out ot 
the fuel used; because its radiating surface 
is greater, and more of the heat generated 
in burning the coal is extracted before the 
smoke and gases are passed on up the flue. 


Haynes-Langenberg Mfg.Co. 


4058 Forest Park Blvd. St. Louis, Mo. 
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SHREWDNESS IS THE characteristic of American 
manufacturers. They are not easily misled. Their 
caution rarely degenerates into commercial coward- 
ice. They take no chances blindly. While it is as 

much a waste of time to make blue 

Danger of prints of the future as to attempt to 

Prosperity. empty the ocean with a nursery spoon, 

nevertheless, certain tendencies may be 
forecasted with a sufficient degree of probability. 
Prosperity is widespread. Demand for commodities 
of all descriptions continues in excess of production. 
The bare statement that there is danger in prosperity 
would be the exaggeration of an alarmist. It needs 
to be qualified by certain facts and inferences. The 
danger of prosperity is not a hazard which may bring 
general disaster. It comes rather from a_ certain 
hypnosis of success than from any likelihood of sud- 
den collapse of values. The phase of prosperity 
which needs to be accentuated is this, that it piles up 
orders out of proportion to products. 

Manufacturers are, to some extent, likely to be 
misled by this state of affairs. They must not think 
that because they have orders on hand greater in 
number than the amount of products which can be 
made for six months or more that their customers, 
retailers and dealers, are not anticipating their wants. 
The latter know very well that the manufacturer can 
not supply goods as they want them. That is why 
they place their orders in advance of actual require- 
ment. This is the correct procedure because the 
manufacturer should have orders on hand and not 
goods. He is not a merchant. It is not to his interest 
to have shelves loaded with his product. It is for him 
to get the goods in the hands of the dealers as fast 
as he produces them. 

It may be argued that all the manufacturer needs 
to maintain well balanced production is just enough 
orders to correspond to the day’s or week’s output. 
3ut this argument does not take into consideration 
the necessary preparations for future production. 
such as the obtainment of the raw material. It is es- 
sential, therefore, that the manufacturer have on 
hand always more orders than he can fill. Indeed, if 
by some miracle the manufacturer could produce at 
once all the goods needed to fill all the orders on 
hand, he would bankrupt the entire trade of hard- 
ware and stove dealers. In fact, if he were to make 
immediate deliveries of only one half the orders on 
his books, he would cause a great financial crisis in 
the affairs of the dealers. The truth of the matter 
is that the dealer has acquired the habit of anticipating 
his wants and ordering more goods than he really 
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needs at the time. His motive for so doing is that he 
estimates he will need the goods by the time that the 
manufacturer can make them. 

It is not, therefore, an accurate appraisal of the 
extent of prevailing prosperity to gage it by the num- 
ber of orders on hand. In other words, the country 
is not quite so prosperous as the amount of unfilled 
orders would seem to indicate. This is not stated in 
a pessimistic or discouraging spirit. It is said rather 
for the purpose of inducing manufacturers to make 
a closer analysis of business as it affects them and to 
enable them more quickly to reach the inevitable con- 
clusion. That conclusion is that the manufacturer 
must continue his publicity not only for the gaining 
of immediate orders, but for the institutional influ- 
ence of his advertisements in helping him maintain 
prestige in the trade and thus provide against what- 
ever contingencies the future may hold. 








NEXT IN IMPORTANCE to our government’s machin- 
ery for gathering information and statistics relating to 
business are the facilities of the Cham- 
ber of Commerce of the United States. 
By means of its affiliated organizations, 
this Chamber is able to collect accurate 
data and—what is of immense value—to get a consen- 
sus of American business men upon various questions 
affecting the national welfare. Hence there is uncom- 
mon significance in the prediction of the Committee 
on Statistics of the Chamber of Commerce of the 
United States that industrial activity during this year 
will be as great or greater than during last year. The 
committee emphasizes the hopefulness of the manu- 
facturing industry generally, which, although encoun- 
tering constant labor troubles and shortage of fuel and 


Industrial 
Activity Is 
To Continue. 


materials, has orders in excess of its capacity for pro- 
duction within any reasonable time. 

“Among the vast numbers of retail dealers,” says 
the report, “there seems to be a confidence in the con- 
tinuation, at least until another harvest, of the present 
great demand for commodities of all kinds because of 
the unexampled strength of the agricultural situation. 
On the whole the farming communities are prosper- 
ous, because of the high prices of their products; and 
their liberal spending is the back-bone and sustaining 
power of the present volume of business in much the 
greater part of the country. The farmer is buying lib- 
erally and intelligently. He is buying more automo- 
biles, more tractors, more poultry, more blooded cattle, 
more farm implements and machinery, more gasolene 
engines and electric lighting plants for his dwelling 
house and buildings. He is paying cash mostly and 
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also paying off what comparatively few mortgages re- 
main.” 

Of the general crop situation the committee says 
that rain did much damage in the South and in the 
southern portion of some of the Central states to un- 
harvested crops, reducing the yield and impairing 
quality. Cotton was damaged, as were corn and rice. 
Rains in the wheat belt cut the area planted in the fall 
to 25 per cent less than the record acreage planted last 
year. The ground lost to winter wheat will go to other 
crops, including corn and oats. 

Retail merchants who do not plan their year’s busi- 
ness with the prediction of continuous industrial activ- 
ity in mind run the biggest risk imaginable of losing 
profits during 1920. Some one is going to skim the 
cream of prosperity. The ambitious dealer will not be 
satisfied with less than the best. He can lay aside 
money in the bank for income-producing investments 
which will protect him and his family against financial 
disaster if the time should come when changing con- 
ditions cut his profits below the level of business and 
personal expenses. 








THERE Is A timeliness in the United States Treas- 
ury Department’s campaign of publicity against ex- 


travagance. It is pointed out that the 
Prodigal artist, cartoonist or actor who wishes to 
Spending delineate an American wage earner from 


now on will have to abandon the time- 
honored costume of square paper cap and toil stained 
overalls. The wage earners have driven the silk shirts 
off the backs of the idle rich, according to New York 
haberdashers and hereafter any representation of 
labor without a silk shirt will be out of character. 
Workers have made the wearing of silk shirts so com- 
mon that those who make novelty in dress a hobby 
and life study have abandoned their wear. The mar- 
ket page of the New York Times, in this connection, 
says: 

“Word comes from several representative buyers of 
men’s furnishings that from now on they will feature 
the fine madras shirt instead of silk ones. Among the 
high class stores, it is said, there has been a gradual 
turning away from the silk shirts owing to the popu- 
larity they have found among the large number of 
artisans and laborers who now are spending their 
money on silk shirts and other luxuries. 

“Besides this, it is explained that salaried men of 
means are showing more of a tendency to retrench 
and therefore demand more lasting fabrics than silk. 
Whatever the reasons, the demand for silk shirts from 
the higher class stores has not been so large and a 
preference is now being shown for madras and Rus- 
sian cord materials.” 

The Savings Division of the Treasury Department 
has consistently urged Americans to abstain from the 
spending of money on unnecessary luxuries not only 
as a means of counteracting the high cost of living but 
to defer spending wherever and whenever possible in 
order that advantage may be taken of the eventual fall 
in prices and increase in the purchasing power of the 
dollar. It is reasoned that money saved now and in- 
vested in War Savings Stamps, Treasury Savings Cer- 
tificates and Liberty Bonds will, in all probability, have 
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a far greater purchasing power and be equally avail- 
able when economic conditions due to the war readjust 
themselves. 








Ir Is NOT IN a spirit of boasting that attention is 
called to the fact that the permanence of the new price 
levels repeatedly has been suggested in 


Ordering these columns. Retailers who skimped 
in Time. their buying in the hope of lower prices 
have lost money during the year which 

has just ended. All the indications point to a 


continuance of present conditions in 1920, with an 
accentuation of the shortage of supplies in many lines. 
An example will suffice. In response to inquiry from 
the Wisconsin Retail Hardware Association, a promi- 
nent Milwaukee jobber writes: 

“In our opinion, goods will be extremely scarce 
this year and I think a letter from your office to that 
effect to the trade, will go a great ways towards pro- 
viding for future needs if our customers will give us 
the orders far enough in advance. 

“We are now soliciting orders for shipment in 
spring and summer and by having these orders on 
time, we can provide sufficient material to meet the 
demands. However, if everyone holds back until the 
last minute you can readily see that it will be a physical 
impossibility to have seasonable goods enough on hand 
to make them go around. We are at present working 
three and four nights a week trying to give service 
and it seems that the demand is increasing rather than 
decreasing.” 








HOWEVER MUCH you may delight in putting your 
ideas on paper and in talking about your store in 
print, do not forget that the object of an 
_. advertisement is not to afford you a 

AGreres medium for pleasant converse with your 
Which Pays. customers. While this, in itself, is de- 
sirable, it is not always profitable; and the advertise- 
ment is ‘intended to make profits. Whatever clever- 
ness, drollery, eloquence, verbal cunning or other en- 
ticements may be brought to play in its text must be 
as means to an end. The end is profit. Everything, 
then, which does not drive toward profit in some fash- 
ion or other is a needless cumbering of space. 


The Kind of 


In order to draw profit, the advertisement must 
present your goods to the customer in the terms of 
the customer’s needs and with arguments which fit 
into his thought processes. It is a waste of valuable 
space to discuss things which have no bearing upon 
the interests of the people who trade with you. They, 
too, look for advantages for themselves. If you are 
selling stoves or washing machines or warm air heat- 
ers, it would be the height of foolishness to pad the 
text of your advertisement with references to the 
Whereforeness of the Which in relation to the ex- 
tremely utter Far-away-ness of the Near-off—or, 
what amounts to the same thing, pert observations on 
political or controversial topics. 

You have certain standards, certain policies and 
methods which have proved their worth by practical 
results. Surely, they ought to furnish all the inspira- 
tion needed for a wider appeal to buyers through your 
advertisements. You do not set yourself up as a phil- 


? 
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anthropist who is giving things away for nothing. 
People are willing to pay you for your commodities 
and service. 

Consequently, your advertising must demonstrate 
your ability and willingness to give values for values 
Its wording must carry conviction as well as per- 
suasion to the enlightened self-interest of your pa- 
trons. Your merchandising standards must be form 
ulated with sincerity and enthusiasm which please your 
customers and attract those who are not yet customers 
of your establishment. Advertising develops business 
and increases its volume just as surely as railroads 
promote agriculture and render natural resources 
available to industry. 








RANDOM NOTES AND SKETCHES. 
By Sidney Arnold. 


There are numerous cases of pessimists going in- 
sane. I have never heard of optimism contributing 
to the census of lunatic asylums. A sunny disposi- 
tion does not lend itself always to dignity. It is bet- 
ter to incur the imputation of verging on silliness 
than to go through life with a long drawn, solemn 
visage and maintain a reputation for dignity and 
decorum. Smile—it will do you good. Don’t be 
afraid to laugh out loud with other human beings and, 
once in a blue moon, at them as well. 


* * *k 


My friend O. W. Kothe, Principal of the St. Louis 
Technical Institute, St. Louis, Missouri, knows lots 
of darky stories. Here is one of them: 

Down Alabama way a colored man had been called 
before the powers that be on a charge of bootlegging 
and an effort was being made to discover through the 
culprit the owner of the “tiger,” who was believed 
to be a lady of color in the neighborhood. 

“Ben,” asked the state’s attorney, “did you buy any 
whisky from Mandy on Monday night last?” 

“Naw suh,” decidedly. 

“On last Tuesday night, then ?” 

“Naw suh.” 

“Wednesday ?” 

“Naw suh.” 

“Not on Thursday or Friday night, either?” 

“Naw suh.” 

“Now, Ben, I want you to think carefully. It may 
be to your advantage to help us find out what we want 
to know. Did*you or did you not have any dealings 
with this woman on Saturday night?” 

Ben paused before replying, plainly nonplussed. 

“Jedge,” he anxiously inquired, “is you still talking 
‘bout dat whisky?” 

* * * 

As illustrating the prevailing extravagance, the fol- 
lowing story is told by my friend A. W. Crotsley of 
the Chicago office of the Whitaker-Glessner Com- 
pany, Wheeling, West Virginia: . 

“No, sah, Ah doesn’t neber ride on dem things,”’ said 
an old colored lady looking in on the merry-go-round. 
“Why, de other day I seen dat Rastus Johnson git on 
an’ ride as much as a dollah’s worth un git off at the 
very same place he got on at, an’ I sez to him: ‘ ’Ras- 
tus,’ ] sez, ‘yo’ spent yo’ money, but whar yo been?” 
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Fooling the boss is a waste of energy. It reacts 
upon the employe to his own detriment every time, 
says my friend Josiah Borden of the Borden Stove 
Company, Philadelphia, Pennsylvania. He illustrates 
the point with this story: 

Finerty was taking a day off, and wishing to enjoy 
himself thoroughly, he walked around to watch “the 
boys.” The sight of his friend O’Brien working as if 
carrying a hodful of mortar up and down a ladder 
was the only thing he took any real pleasure in. 

“It’s yourself that’s working mighty hard today, 
O’Brien,” expostulated Finerty. 

“Whist! I’m just making a fool of the boss!” said 
©’Brien, winking slyly. 

“And how are you doing that, O’Brien?” 

“Sure, Finerty, it’s as easy as kissing your hand. 
He sees me going up the ladder with my hod full of 
mortar, and he thinks I’m working. But, Finerty, my 
boy, it’s the same hodful I’m carrying up and down 
all the time.” 

There is such a thing as being too brief in one’s 
advertisements declares my friend Irving S. Kemp 
of Vaughan and Bushnell Manufacturing Company, 
Chicago, Illinois. He tells about a merchant who 
opened up a fish store and ordered a new sign painted. 
It read, “Fresh Fish Sold Here.” 

“What did you put the word ‘fresh’ in for?” said 
his first customer. “You wouldn’t sell them if they 
weren't fresh, would you?” 

He painted out the word, leaving just “Fish sold 
here.” 

“Why do you say ‘here’?”’ 
tomer. “You're not selling them anywhere else are 


asked his second cus- 


you?” 
So he rubbed out the word “here.” 
“Why use ‘sold’? asked the next customer. ‘You're 


not giving them away, are you?” 

So he rubbed out everything but the word “Fish,” 
remarking : 

“Well, nobody can find fault with that sign now, 
anyway.” 

A moment later another customer came in. 

“T don’t see the use of that sign ‘Fish’ up there,” 
said he, “when you can smell them a mile away.” 

+s -« 


The losses incurred through avoidable accidents are 
a drain upon the resources of industry. Only by a 
ceaseless propaganda of education can they be reduced 
toa minimum. “Safety First,” is the slogan of hap- 
piness as well as of dollars. [Endless ways are in use 
to get the “Safety First” practice into the lives of the 
people. Here is one good way, set forth in snappy 
verse by Charles H. Pierson: 
Safety First! 
He monkeyed with the buzz saw when the buzz saw saw’d 
its best. 
It sawed off half his fingers; now he’s feeling with the rest. 
He didn’t stop “Tin Lizzie’ when the crossing bell ding- 
donged ; 
If he’d heeded safety’s warning, his life would have been 
prolonged. faye 
He leaned his little “tummy” cross a wire hot with juice; 
For things that live ones eat and drink his “tummy” has no 
use. 


The moral of these tragic tales, we'll now proceed to 
The moral is remember—Remember Safety First! 


burst— 


— <p 
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. UP TO THE MINUTE 
NEWS SIFTINGS 








The Wilson Stove Company, St. Louis, Missouri, is 
having plans drawn for a plant, two stories, 100x120 
feet. 
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AMERICAN ARTISAN RECEIVES HAPPY 
NEW YEAR’S SALUTATIONS. 








This little old top on which we earth folk are spin- 
ning through space is a pretty good cosmic toy. It has 
a few scratches here and there of wars and strikes and 
panics. But it is still sound. The worry and cares of 
the mites who ride with it in the swing around the sun 
have no more effect on its speed and regularity than a 
mosquito has on the flywheel of a Corliss engine. 

Fretting about what tomorrow may bring or bewail- 
ing what yesterday failed to accomplish doesn’t deflect 
the top out of its orbit a billionth part of a millimeter. 
The sun shines, grass grows, corn ripens, and the pa- 
tient chemistry of Nature evolves pigments for the 
rose and color for a mother’s eyes from the same old 
materials which served the race before the Aryans 
descended upon the plains of Hindustan a hundred 
centuries ago. 

With all the marvels of our science and mechanics 
we haven’t changed the run of things to any consider- 
able extent. But we have learned how to keep pace 
with them and to avoid needless friction. We have 
found through the slow wisdom of the ages that ambi- 
tion and intrigue and lust for power are of little avail 
if they disturb the serenity of life ; and that 

“Imperious Caesar, dead and turned to clay, 

Might stop a hole to keep the wind away.” 

Vain are our strivings, useless our heaving muscles, 
and futile our journeyings, if they do not free us from 
the thralldom and self-torment of worry and anxiety. 
The miser who goes hungry day after day in order 
that his pile of gold may increase is not a whit less 
stupid than the man who gives himself up to somber 
fancies and becomes solemn and unsmiling of visage, 
sullen of heart, and morose of habit. 

Sad things there are in this world and irritations 
a-plenty. But we may take shelter against them as we 
do against storms and pelting rains. It is within our 
power to build up reserves of happiness ample enough 
to offset the annoyances of the hours as they pass. 
Though we can not divert the trend of events, we can 
plan and carry into effect pleasing courtesies, cordial 
service, and a blithesome scheme of life by which we 
may achieve daily happiness through a compromise be- 
tween the dream and the reality. AMERICAN ARTISAN 
AND HarpwaAreE RecorpD wishes the best of everything 
for its readers during this year of 1920 and takes de- 
light in believing that those who send New Year’s 
greetings have in mind or give full assent to its inter- 
pretation of the salutation, Happy New Year! . Cheer- 





ful messages and wishes for our happiness have been 
received from the following: 

GeorGE T. BaiLey, Assistant Manager Sales, Oliver 
Iron and Steel Company, Pittsburgh, Pennsylvania. 

Henry CHENOWETH, Henry and Buford Cheno- 
weth, 713 Union Street, New Orleans, Louisiana ; 

Burorp CHENOWETH, Henry and Buford Cheno- 
weth, 713 Union Street, New Orleans, Louisiana ; 

FRANK A. Bernet, Cincinnati, Ohio; 

Louis Gictas, Washington, D. C.; 

Hersert W. SyMonps, Symonds Register Com- 
pany, St. Louis, Missouri; 

Watrer WIMMER, Wrought Iron Range Company, 
St. Louis, Missouri; 

Henry E. Beers, Richmond, Virginia, Sergeant-at- 
arms for life Old Guard Southern Hardware Sales- 
men’s Association ; 

Rosert Droescuer, Cranford, New Jersey; 

NEwso_p E. Pierson, Jr., Detroit, Michigan ; 

J. B. Comstock, New Britain, Connecticut ; 

Copper-CLAp MALLEABLE RANGE Company, St. 
Louis, Missouri; 

3ARBEE WIRE AND IRON Works, 440-444 Conway 
Building, Chicago, Illinois ; 

Tuomas W. Pearson, Central Heating and Supply 
Company, Chicago, Illinois ; 

James R. Graves, Chicago Representative, Detroit 
Vapor Stove Company, Detroit, Michigan ; 

H. W. Sicrist, Modern Way Furnace Company, 
Fort Wayne, Indiana; 

VAUGHAN AND BUSHNELL MANUFACTURING Com- 
PANY, Chicago, Illinois ; 

G. W. GLAppING, Southern Hardware Supply Com- 
pany, St. Louis, Missouri; 

FrANK I, CLARK, member Old Guard Southern 
Hardware Salesmen’s Association, traveling sales rep- 
resentative Iver Johnson’s Arm and Cycle Works, 
Fitchburg, Massachusetts. 





GETS PATENT FOR STOVE OR RANGE. 





Lee R. Motherwell, Peoria, Illinois, assignor to 
Cutler and Proctor Stove Company, Peoria, Illinois, 
has obtained United States patent rights under number 
1,325,106 for a stove or range described as follows: 

In a gas stove, an 
oven, a flue, com- 
municating with the 
oven at a point near 
the top thereof, a 
partition wall spaced 
a short distance 
from the rear wall 
of the oven extend- 
ing from the top thereof to a point near the bottom 
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of the oven, vertical walls spaced from the side walls 
and arranged at the bottom to form an air circulating 
way and provided with slots in the main body thereof, 
a horizontally disposed partition wall spaced between 
the side partitions and provided with perforations 
through the body thereof, a hollow member at the 
rear of the oven, gas burners communicating with said 
hollow member disposed within the space between the 
side partitions and the side walls of the oven and in 
the lower portions of said space, a gas inlet member 
communicating with the hollow member, means for 
controlling the inflow of gas, a damper for controlling 
the outlet to the flue, a common control means for the 
gas inflow and for the damper, plate members secured 
to the outer side walls of the oven, the same being 
formed to provide an air inlet way between said mem- 
bers and the side walls of the oven, said partitions 
being arranged in parallel relation and substantially 
in the same plane with the burner members and the 
side walls of the oven having plural perforations pro- 
viding communication from the space between said 
plate members to the space between the side partition 
members and the side walls of the oven. 
~ 


ECONOMIZES IN FUEL CONSUMPTION. 





An economical oil burning stove is depicted here- 
with, manufactured by the George M. Clark and Com- 
pany, Division American Stove Company, Chicago, 
Illinois. All sorts 
of cooking can be 
done on. this 
stove. A high 
shelf is installed 
on this particular 
stove. The cook- 
ing top of this 
article is unusual- 
ly large. Wide 
set burners pro- 
duce a large 
amount of heat. 
The high shelf 
provides a place 
for warming 
Clark, Jewel OU Stove Number. 8%. Mage dishes and keep- 

Chicago, IIinois. ing prepared 
food hot. The arrangement of the various features 
of this stove appeals to the housewife and, therefore, 
make this product an easy seller, declare the manu- 
facturers. Besides being attractive, it is said that the 
Clark Jewel Oil Stoves are durably built. Careful se- 
lection precedes the use of all materials employed in 
the manufacture of Clark Jewel Oil Stoves. Dealers 
interested in these goods should write to the George 
M. Clark and Company, Division American Stove 
Company, 179 North Michigan Avenue, Chicago, IIli- 
nois, for Catalogue Number 108, which contains com- 
plete information on the Clark Jewel line of oil stoves. 





- - “>+- 


Therefore let us hope that it may be our privilege 
to do our work gladly, and not to be the slaves of cus- 
tom and precedent, but the servants of our better 
selves—O. C. Saum. 
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FUEL-SAVING INFORMATION CAN BE 
DISSEMINATED ADVANTAGEOUSLY 
BY STOVE DEALERS. 





The responsibility of a distributor does not end when 
he has disposed of an article. He should, for his own 
benefit, bear in mind that the proper functioning of the 
product he sells reflects to his credit. When a retailer 
sells a stove it should be his concern to inquire whether 
the article is giving good service or not. If not he 
should ascertain the reason. The retailer who merely 
seeks to get rid of his stock, unmindful of its ultimate 
consumption is rushing headlong to ruin. Sooner or 
later the community will learn of his aim. In the first 
place, in selling a range or cooking stove the purchaser 
should be informed as to the proper method of opera- 
tion of the article he has bought. He should be invited 
to ask questions at any time concerning its use. In 
such a dealer, purchasers are willing to repose their 
confidence for proper service. 

Closely allied with the use of fuel, no matter in 
what form, is the question of economy. It seems that 
people exercise the greatest frugality—or at least try 
to—in the operation of their heating or cooking appar- 
atus. And especially during these times, with fuel 
cost rising as a result of the general labor situation, 
does the consumer seek to reduce the amount of coal 
he must use. The dealer who considers his business 
from the point of view that his responsibility does not 
end with the actual sale of an article, seeks to spread 
information which will afford a saving to the users of 
his goods, 

In disseminating knowledge on fuel conservation the 
stove dealer is aiding his customers and himself. There 
is an abundance of useful suggestions on coal saving 
to be had. In recent years the United States Depart- 
ment of Agriculture and the Department of Fuel Ad- 
ministration have been extraordinarily active in send- 
ing out information for the purpose of effecting sav- 
ings in fuel consumption. An unusually interesting 
leaflet-—Save Fuel When You Cook—is issued by the 
United States Department of Agriculture. The sug- 
gestions on how to save coal in cooking stoves and 
ranges contained in this folder can be used to good ad- 
vantage by the wide-awake stove dealer. Various 
features of the line of goods he handles can be con- 
nected with the fuel saving suggestions in window 
displays. It would be a good method to have periodic 
placards appear in the window calling passers-by at- 
tention to a fuel saving suggestion. Indeed, there are 
many ways in which these suggestions can be profitably 
employed. 

The fuel-saving suggestions are as follows: 

Whatever fuel you use, make it go as far as possible. 
Money saved on fuel can well be spent on better foods 
to cook, and if you cut down your use of fuel, you 
can help make the supply go around. 

To have a fire you must have, besides fuel, air to 
make it burn. In gas and oil stoves the air supply is 
regulated by the makers. In coal or wood ranges or 
cook stoves you must regulate it by means of dampers. 

Learn to Use Every Damper in Your Kitchen Range. 


The important dampers are: 
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1. Damper in the ash pit which lets in the air which 
passes through the fuel box, making the fire burn. 

2. Damper over the fire controlling air to flow in 
above the fire. 

3. Oven damper which switches the current of hot 
air around the oven instead of letting it go by the 
shorter path up the stovepipe. 

4. Check draft damper in the stovepipe just above 
the range. This is not always found and is less im- 
portant than the rest. 

_ 5. Stove pipe damper which checks heat from es- 
caping up the chimney. 
Make Your Fire the Right Way. 

To make a fire in a range, whether coal or wood, 
close all dampers of the stove and shake the firebox 
to free it from ashes, dust, and clinkers. Take off the 
lids over the fire-box, place crumpled paper in the fire- 
box, arrange kindlings over and around it so that air 
can pass freely between them, and put on a_ small 
shovelful of coal. Light the paper, open the proper 
dampers and put on lids. When the coal glows red, 
a littlke more coal should be added, and when the fire 
is burning well, the fire-box may be filled. If wood is 
used as fuel, put on a few sticks at a time. 

Learn to Manage the Fire. 

By the proper use of the dampers the fire can be 
controlled and the heat regulated. 

No. 1. The damper in the ash pit. 
ways be kept open when the fire is burning as it is the 
best source of air for the fire. Close it only when you 
dump the grate and when the fire is banked to keep it 
However, if there is no stovepipe 


This should al- 


for some time. 
damper, the damper in the ash pit must be closed to 
check the draft when the fire burns too hard. 

No. 2. The damper over the fire. Close this when 
you are starting a fire. If the fire burns too rapidly 
so that the flames are long enough to reach the back 
row of lids, open this damper a little bit. This will 
shorten the length of the flame and give you more 
heat. If you open this too much it may cool the oven. 

No. 3. The oven damper. When this damper is 
closed the flames and smoke and hot air are forced to 
pass around the oven to heat it and then afterwards 
they escape up the chimney. When the damper is open 
they pass directly up the chimney. As soon as the fire 
is burning well, close this damper so that the oven will 
be heated. This will keep the oven so that you can 
make it very hot quickly by adding extra fuel and will 
warm your room if the oven door is left open. With 
this damper closed you will use much less fuel than by 
allowing the heated air to take the shorter path up the 
chimney. 

No. 4. The check draft damper in the stovepipe. It 
should be kept closed except when the fire is banked. 

No. 5. The stovepipe damper. This is a most im- 
portant damper. It can control the amount of fuel 
burned, as the more slowly the hot air passes up the 
pipe, the more slowly the fire burns. A great deal of 
the fuel sometimes merely furnishes heat that escapes 
up the chimney. Check this escape of heat and burn 
less fuel by using the pipe damper. If your fire is 
burning too hard, instead of closing the damper in the 
ash pit, close the one in the pipe, for it checks the fire 
much more effectively than the other damper. 
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If your oven does not heat even with the oven 
damper closed, it is probably because the air carried 
around the oven has been pulled through the fire so 
fast that it has not been thoroughly heated itself and 
can not heat the oven. Close the pipe damper. 

Keep Your Range Cleaned Out. 

If the fire-box is clogged with ashes, air can not 
pass through the fuel to make it burn. If soot hangs 
on the stove lids, less heat can come through it. A 
layer of ashes over the top and under the oven keeps 
it from heating quickly. 

Banking the Fire. 

It is an economy to keep a hard-coal fire over from 
day to day, especially if the range is used as a source 
of heat for the room. As a rule a wood fire is hard 
to keep over but the hard-coal fire can be easily kept. 
In the evening rake out the ashes, put coal on, and” 
open the dampers until the fresh fuel is burning well. 
Put on coal until the fire-box is almost full and close 
all the dampers except the check draft damper in fhe 
stovepipe. 

Think of the Fire When You Select the Food to Cook. 

If you keep a slow fire in your range all day to sup- 
ply heat for the room, select foods that require long 
slow cooking. Baked beans or peas, roasts, and pud- 
dings can be baked in the oven and cereals cooked in a 
double boiler on the back of the stove. Avoid foods 
that require a very hot fire for a long time. 

Gas, Kerosene or Coal Oil, and Gasolene 

Are economical for cooking if carefully 
Never mix two liquid fuels and never use gasolene in 
Use 


used 


an oil stove, for each requires a special burner. 
all with care. 
Ways to Save Gas and Oil. 

Reduce the number of burners used. You can cook 
more than one kind of food over the same burner. If 
you have a colander or a wire basket that fits over an 
ordinary kettle, you can steam such vegetables as car- 
rots or squash in the colander at the same time that 
you boil potatoes in the kettle. The under part of the 
double boiler can be used to boil eggs or small vege- 
tables, while cereal cooks in the upper part. Compart- 
ment vessels that have two or three separate divisions 
fitting together over one burner may be purchased. 

Regulate the Size of the Flame. Turn the flame 
down after the boiling point is reached, for water that 
is boiling fast is no hotter than water that is boiling 
slowly. When the flame spreads up around the vessel 
you are wasting fuel. 

Don't be Afraid of Relighting the Gas. 
when you remove the vessel from the burner. Matches 


Turn it out 


are cheaper than gas. 

Have a Regular Bake Day. lf you bake bread, 
bake as much at one time as will be eaten before it 
dries out. 

Don’t Light the Oven to Bake a Single Dish. If 
you have a roast for dinner that requires the use of 
the oven, plan a baked dinner. Beef roast with brown 
potatoes, scalloped tomatoes, and Apple Betty all could 
be baked at one time. Or, if you light the oven to 
bake quick breads or cake, bake fruit or a dessert for 
another meal. Small ovens that fit over one burner 
save fuel. 

Select foods that can be quickly cooked. 


Cook in 
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larger quantities such foods as cereals and soups that 
require long cooking. They will keep in the refriger- 
ator and you will save much fuel. Leaflet No. 13 tells 
how to make a fireless cooker at home and how to 
use it to cut down your use of fuel. No matter what 
kind of fuel you use, the fireless cooker can help you 
save it. 

SECURES PATENTS FOR VALVE FOR GAS 

BURNERS AND FOR GAS BURNING 
SYSTEM. 


Eugene W. Vest, St. Louis, Missouri, has procured 
United States patent rights under numbers 1,325,457 
and 1,325,492, for a valve for stoves, gas burners, 


warm air heaters and ranges, and for a gas burning 

system for heating stoves, warm air heaters, 

ranges, described in the following paragraphs: 
Number 1,325,457: 


and 


In a heating-stove or 
warm air heatera 
“spreader” core located in 
the fire-chamber thereof 
and composed of a re- 
fractory lower portion, 
which has vertical sides ; 
a conical portion above 
said lower vertical por- 
tion ; and a series of slabs 
of refractory material 
superimposed above said 





[a 1,325,457. 


conical portion and having at their edges staggered 
baffies against which the rising heated gases impinge. 
Number 1,325,492: 


The combination 
with a range, stove 
or warm air heater 
having a top for its 
fire-chamber; of a 
Bunsen burner; the 
gas-valve stem of 
said burner; an air- 
throat for said burn- 
er; means for con- 
trolling the entrance 
of air to said throat ; a cam on the said gas-valve stem; 
means at the top of the fire-chamber for directing the 
hot gases toward said top and to regulate their pass- 
age thereat; and suitable means for simultaneously 
moving said gas-valve stem and said air-controlling 
means for the entrance of air to the said air-throat, as 
well as said means at the top of the said fire-chamber. 
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CONFIDENCE DOMINATES PRICES. 


People are likely to adopt the “I don’t believe it” 
attitude when some exceptionally low price is brought 
to their attention—that is unless repeated dealings 
with their merchant convince them they are doing 
him an injustice. There is no necessity of lowering 
prices—if you gain your customer’s confidence as be- 
ing a reliable dealer. Only those who can not get 
the trade in any. other way resort to a lowering of 


prices. And then the public doubts their intentions. 
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MANUFACTURES A GOOD STOVE POLISH. 

The first requirement of a stove polish is that it 
should produce a shine. Many polishes do this. Yet 
there are other requirements if the polish is to be sat- 
isfactory to the consumer and 
profitable to the dealer. It 
wasteful. A _ large 
amount may be needed to pro- 
duce a _ polish. However, 
Black Silk Stove Polish, man- 
ufactured by the Black Silk 
Stove Polish Works, Sterling, 
Illinois, is said not to dry out, 
According to 


may be 


freeze nor rust. 
the manufacturers, it is as 





good one year from the time 
it is put up as upon the very 


TACK SILK § STOVE POLISH WORKS, 
ABLISHED 1843 By LEWIS DTN 
AT STERLING, ILL. U.S-A+ 


day the cans are closed. The 
The slo- 
this 


quality is uniform. 
makers of 
“A Shine in Every 


Black Silk Liquid Stove gan of the 
Polish, Made by the 
Biack Silk Stove Polish 
Works, Sterling, Illinois. 


product is, 
Drop.” Stove dealers can use 
this polish advantageously in brightening up their 
wares for sale. Attraction is the first requisite in sell- 
ing. If the article is untidy the prospective purchaser 
will balk at buying, even though the fact may be that 
the stove is a perfectly reliable article and capable of 
high utility. Black Silk Stove Polish can be procured 
in either liquid or paste. The cans are of various 
sizes. Write to the Black Silk Stove Polish Works at 
Sterling, Illinois, for prices on its products, or for any 
detailed information concerning its polishes. 


CARELESSNESS CAUSES MANY LOSSES. 


clever presentation of facts of common knowl- 
edge is made by the Schenectady Works News in the 
following paragraph on carelessness: 
“T am not much of a mathematician, 
ness, “but I can add to your troubles, I can subtract 
from your earnings, I can multiply your aches and 
pains, I can take interest from your work, and dis- 
count your chances for safety. [ can 
divide your thoughts between business and pleasure 
and be a potent factor in your failures. Even if | 
am with you only a small fraction of the time, I can 
to be 


” said Careless- 


Besides this 


I am a figure 
habits and it 


lessen your chances for success. 


reckoned with. Cancel me from your 


will add to your total happiness.’ 
“*- 


GETS REGISTRATION FOR TRADE-MARK. 


United States patent office registration under num- 


ber 120,524 has been granted to the Detroit Stove 
Works, Detroit, 

-E ‘a Michigan, for the 

T | a AT trade-mark shown in 
120.524. the accompanying il- 


lustration. The particular description of goods, for 


which use of the trade-mark since June 23, 1919, is 
claimed, covers prepared steel stove linings. The 
claim for the exclusive use of this trade-mark was 


filed July 1919. The design of the trade-mark ts 


simple and easy to remembet 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 42 to 47 inclusive. 








The Miller Brothers Cutlery Company, Bridgeport, 
Connecticut, will erect an addition to its plant. 

The Farmers Elevator and Implement Company, 
Elmwood, Wisconsin, has been incorporated with a 
capital of $60,000. 

The Fones Brothers Hardware Company, Little 
Rock, Arkansas, plans a plant, five stories, 130x200 
feet, to cost $300,000. 

The Hardened Copper Cutlery, Incorporated, New 
York City, has been incorporated with $175,000 cap- 
ital, by R. S. Baker, I*. H. Buttehorn and E. S. Haw- 
ley. 

larmers Hardware and Implement Company, Veb- 
len, South Dakota, has been incorporated with a cap- 
ital of $25,000, by M. T. Nelson, H. H. Anderson and 
Aaron Anderson. 

The H. F. Haessler Hardware Company, Milwau- 
kee, Wisconsin, has been incorporated with a capital 
of $50,000, by Herman I*. Haessler, W. I. Haessler 
and Herman Grotophorst. 

The Square Deal Hardware Company, Williams- 
town, West Virginia, has been incorporated with a 
capital of $10,000, by Lb. F. Riggs, R. Ahrendts, J. J. 
Lorentz and W. P. Beeson. 

B. C. Roach Hardware and Furniture Company, 
Williamson, West Virginia, has been incorporated with 
a capital of $50,000, by B. G. Roach, C. P. Roach, Ma- 
bel H. Roach and John Nevins. 
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CHANDLER AND FARQUHAR COMPANY 
GIVES CHRISTMAS PARTY TO ALL 
ITS EMPLOYEES. 





The Christmas party given by the Chandler and 
Farquhar Company of Boston, Massachusetts, was 
the climax to the year’s welfare work in every depart- 
ment of the company’s business. The party was under 
the direction of the Chandler and Farquhar Associates 
in the fifth floor auditorium of the company’s building 
at 36 Federal Street, Boston, Massachusetts. 

It is the usual custom of the Chandler and Farquhar 
Company to close daily from 12 to 1 for a uniform 
noon hour, and on December 24th, even the receiving 
and shipping room, telephone switchboard and door 
superintending service were closed while the whole 
business family (traveling men and all) assembled for 
the holiday party. 

The Chandler and Farquhar Glee Club opened the 
programme with carol singing. President F. Alexan- 
der Chandler and Treasurer Charles S. Farquhar 


made brief addresses, following which cash Christmas 
bonuses and new life insurance certificates were dis- 
tributed. 

A few years ago the Chandler and Farquhar Com- 
pany instituted a group insurance for all the employees 
with minimum benefits of $250 for junior employees 
and $500 for senior employees, increasing with each 
year of service with the company to a maximum of 
$500 and $1000 respectively, after a service of five 
years. The new policies adopt the same minimum of 
$250 and $500, but attain maximums of $1250 and 
$2500 respectively after a service of ten years with 
the company. 

The Chandler and Farquhar building at 36 Federal 
Street, Boston, Massachusetts, is fifty feet wide and 
is equipped with all kinds of labor-saving contrivances 
to economize space. 

The vast stock of the company would fill a building 
three times the capacity of the present structure. But 
it is advantageously housed and handled by an ar- 
rangement of bins which run crossways of the build- 
ing in addition to the regular shelving. For instance, 
they have in covered drawers a bolt, nut and screw 
department, occupying about 30 feet, running as high 
as the ceiling, which contains about 2,000 drawers and 
each drawer has subdivisions for different sizes of 
bolts, nuts, and screws which permits them to carry 
7,500 different sizes. They have a tubing stock vary- 
ing in sizes from 1-16 of an inch to 6 inches and they 
economize space in the keeping of this diversified 
stock. When a representative of AMERICAN ARTISAN 
AND HARDWARE Recorp called upon them they were 
enjoying one of their five minute pauses which they 
give their help twice a day. During these five minutes 
all of the help go through exercises of calisthenics and 
the entire offices are flooded with fresh air during the 
exercises. They have every convenience and comfort 


for their employees. 
ee 


PITTSBURGH HARDWARE RETAILERS 
ELECT OFFICERS FOR THIS YEAR. 


At the final meeting of the old year, December 26, 
1919, the Pittsburgh Retail Hardware Dealers’ Asso- 
ciation, Pittsburgh, Pennsylvania, elected the follow- 
ing officers to conduct the affairs of the organization 
during the year 1920: 

President: W. M. StratHern, Braddock, Pennsyl- 
vania ; 

First Vice-president: A. Reep Orr, Homestead ; 

Second Vice-president: GustAvE SCHULZE, Car- 
negie ; 

Third Vice-president: A. R. Smiru, McKees Rocks ; 

Fourth Vice-president: Joun J. M. Truxati, Mc- 
Kees Rocks; 

Treasurer: THEODORE BACKOEFER, Pittsburgh; 

Secretary: CHARLES W. ScarporoucnH, Pittsburgh. 
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GET YOUR CLERKS INTERESTED IN 
AMERICAN ARTISAN WINDOW DISPLAY 
COMPETITION. 





“Discipline is the first step in efficiency, and dis- 
cipline comes from a wise selection of men whose wel- 
fare is made as important as the enterprise itself,” 
says A. H. McQuilkin. One of the best forms of dis- 
cipline for the hardware store clerk is the responsibil- 
ity of making an attractive window display. It aids in 
the personal welfare of the employee and betters the 
productivity of the store. Interest is enhanced in the 
arranging of goods in the windows when the clerk 
is told that he is competing for the prizes offered by 
AMERICAN ARTISAN AND HARDWARE ReEcorpD in the 
Window Display Competition now being conducted. 
The clerk can show his creative ability in this contest. 
He can increase his value to his employer and likewise 
to himself. The opportunity of winning a prize is 
equal to all. The work is judged solely by its merits 
Even if your clerk has never had a single day’s pre- 
vious experience in window displaying, he can win the 
prize if he can produce the goods. Start now and 
show your employee that you consider his personal 
It affords personal and mental discipline. 
Do not stop at the first trial. 


betterment. 
Practice makes perfect. 
Let him continue until he has created a window dis- 
play of which you are proud. Enter a photograph of 
it in the Window Display Contest conducted by this 
The rules are simple. Read them as follows: 
Award of Prizes. 

The prizes will be awarded as follows: 

First prize $50.00 in cash, for the best photograph 
and description received of window display of hard- 


paper. 


ware or kindred lines; 

Second prize, $25.00 in cash, for the photograph 
and description second in merit; 

Third prize, $15.00 in cash, for the photograph and 
description third in order of excellence ; 

Fourth prize, $10.00 in cash, for the photograph 
and description fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photograph must be accompanied by descrip- 
tions of how the window displays were arranged and 
The description is important and 
These photographs and 


the materials used. 
hence should be adequate. 
descriptions may be sent by mail or express, charges 
prepaid, and must reach this office not later than Feb- 
ruary 2, 1920. Address all photographs and descrip- 
tions to AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition, 620 South Michigan 
Avenue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put in a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be 
pointed. One of them will be an expert window 
dresser and one an experienced hardware man. This 
Committee will pass upon the merits of all photo- 


ap- 
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graphs and descriptions received, without knowing 
the names or addresses of the senders, and will decide 
the winners of the Competition. 
AMERICAN ARTISAN AND HARDWARE 
serves the right to publish all photographs and de- 


RECORD re- 


scriptions submitted. 
“2, 


MOVES ST. LOUIS BRANCH OFFICES TO A 
BETTER LOCATION. 


The St. Louis, Missouri, branch offices of E. C. 
Atkins and Company, incorporated, Indianapolis, In- 
diana, have been moved from 514 North Third Street 
to Seventeenth and Olive Streets, St. Louis, where a 
complete supply of the various saws made by the 
Company will be carried in stock. 

Kk. C. Atkins and Company will be represented in 
the territory served by St. Louis by the Southern 
Hardware and Supply Company—formerly known as 
Southern Railway Supply and Equipment Company- 
who will cater to the retail hardware trade. The 
Southern Hardware Supply Company is located at 
Seventeenth and Olive Streets, St. Louis, Missouri. 
G. W. Gladding will look after the trade as in the 
past and will be pleased to hear from his old friends 


“*- 


GETS PATENT FOR A WASH BOILER. 

United States patent rights have been granted to 
Catherine Mackay, Toronto, Canada, under number 
1,325,483, for a wash boiler described in the follow- 
ing paragraph: 


In a wash boiler, a perfo- 





ye rated tray of a size and shape 
325,482 





to fit snugly within the boiler, 





16 


supporting feet at the ends of 





49 





. said tray each formed as a 
ee strip of metal bent to provide 





a vertical portion forming the foot and reflexly bent 
to provide a horizontal portion secured upon the un- 
derside of the tray and further bent to provide a loop 
extending above the tray at the end thereof, and han- 
dles pivotally engaged within said loops. 

++ 


AMERICAN ARTISAN HAS BEEN GREAT 
AID TO HIM DURING PAST YEAR. 


To AMERICAN ARTISAN AND I]ARDWARE RECORD 

In renewing my subscription | want to assure you 
that your journal has been a great help to me through 
out the past year and | feel sure that it will be equally 

helpful during the coming year. 

Yours truly, 
PRANK RIMNAC 

Lonsdale, Minnesota, December 29, 1919 
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WE MUST ALWAYS KEEP ON MOVING. 


If we do not move forward, we slide backward. If 
we “put things off,” we execute a mental or moral 
retreat. There must be progression or retrogression 
The only way to progress is to accomplish something, 
and if we plan accomplishment for the future we must 


work on the foundation now 
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ADVERTISING IS THE SUREST METHOD 
FOR DEVELOPING BUSINESS. 


It is generally conceded that America has made 
more progress than any other country, says a sta- 
tistical expert of the United States Department of 
Labor. Statistics indicate that this has been largely 
due to three causes: our natural resources, our edu- 
cational system of developing individual initiative, and 
our concentration on salesmanship and advertising. 
The first two factors are being talked about so much 
that I can not too strongly emphasize the last. During 
the war period it was necessary to do little more than 
make products and transport them in order to dispose 
of them at a good profit. Goods sold themselves. It 
was simply a question of getting the labor and the 
cars. But by the time this period had reached its 
height, the armistice was signed. Then we were 
suddenly confronted with a huge manufacturing ca- 
pacity and a disorganized selling and advertising ma- 
chine. Supply became greater than demand. Business 
has been checked, not by the lack of potential market, 
but by the right means to develop it. 

Advertising is the solution of this present national 
problem. The means of reaching the consumers are 
at hand. At no time have the manufacturing facili. 
ties of the country been as great as they are today. 
At no time has the earning power of the American 
people been so high. Purchasing power exists. The 
consumption of all legitimate commodities can be 
even further increased in the markets where they are 
now selling, and sales can be secured where before no 
markets were afforded. 

Never in the commercial history of the nation has 
there been more of an incentive for advertising than 
now. New markets and new opportunities never be- 
fore dreamed of have opened before our eyes waiting 
for the spotlight of publicity to develop their poten- 
tialities. 

The keen minded manufacturer and the merchant 
with foresight have not been slow in the realization 
that now more than ever before does proper adver- 
tising offer the greatest assurance of profitable results 
and that never was there better opportunity for its 
employment by progressive concerns. 

There is need in the homes of this country for all 
the useful goods that manufacturers and merchants 
have to sell. It only remains for those who manu- 
facture and those who sell to take advantage of the 
greatest sales weapon known to business today—ad- 
vertising. Better than “pre-war” conditions should be 
reestablished as quickly as possible. The needs of 
the people are as great as they ever were, but these 
needs must be translated into immediate wants. Pro- 
duction must be increased if we hope to reduce pro- 
duction costs. There must be larger consumption be- 
fore there can be increased production and lower 
prices. 

As Uncle Sam has said, “The Public Has the 
Money, Go Get It—Advertise !” 

Again Opportunity is knocking at every door in 
America. Today is beginning another epoch in Amer- 
ican industry. America has come out of the war as 
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the overtowering commercial and industrial giant. 
With an eagerness never known before her men are 
turning back to factory, office and salesroom. 

The tide of opportunity is in its flood. All around 
you today, farsighted and foresighted men of busi- 
ness are making sure of their share of the harvest. 
Never were the people—the buying public—more 
ready and able to buy than they are at this time. 

There is no scarcity of money. The purchasing 
power in America today is greater than in all history. 
The field for new and greater business developments 
is here. 

Advertising is the certain, quick and most econom- 
ical method of developing a business known to in- 
dustry. Put this great power back of any sound le- 
gitimate business and watch that business grow. We 
are in an era of unprecedented prosperity. It only 
remains for us to see the light and get busy. 

As advertising played its part in the war as a 
means by which it was possible to guide and coordi- 
nate the “Win the War” spirit in a manner which 
would insure its effective exercise, so let advertising 
play its part during this’ period of transition. 

If you have something to sell and you want to sell 
it to the greatest number of people in the shortest 
time possible and at the lowest sales cost—advertise. 

Theorists and unbelievers and those of the “old 
school of merchandising’”—I mean particularly those 
who go along year in and year out satisfied that they 
are entrenched firmly and securely and those who have 
settled down to live on the fat of past performances— 
to these men let me sound this warning: If you don’t 
wake up and accept facts as they present themselves, 
if you don’t pry yourself loose from that chair of 
skepticism and lethargy your competitor will get you. 

There was a time not far in the past when the 
function of advertising was to exploit some “cure all” 
or scheme. Times have changed. Men have changed. 
Methods have changed. This is an age of progress. 
and advertising has kept step. 

Look around you; on every side you have con- 
crete, visible examples of what advertising has done, 
not theoretically but actually. Can you disregard 
these proofs? Can you disregard the voluminous and 
conclusive evidence presented to you? 

Don’t wait for things to come your way without 
doing anything to help them along. Advertise—in- 
crease your advertising. If you have a story worth 
telling—and what manufacturer or merchant has not? 

-tell it now, but tell it to hundreds of thousands 
rather than to those few who can be reached by word 
of mouth. Multiply the value of your sales talk a 
thousandfold or more. Reach out for those great 
markets which are ready and willing, yes, eager to 
buy the things you have to sell, but do not know 
that you have them. 

The power of an idea multiplied in millions of 
minds moves governments—or goods, as the case may 
be, and advertising is the force which develops the 
power, which makes the multiplication possible on a 
large scale. 

To insure your own prosperity and that of the na- 


tion— advertise. 
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GREAT CARE. SHOULD BE TAKEN IN 
STARTING OF CREDIT ACCOUNTS. 


Business can not be carried on without credit. Yet 
in dealing with the consumer it should be avoided 
wherever possible. The hardware dealer can hardly 
escape from selling on credit, even where his lines are 
confined largely to small hardware and similar goods. 
Where implements are handled, of course lien notes 
protect the dealer, as a rule. In other lines, credits 
are simply charged upon the books. 

Losses often result from a mishandling of credits. 
Most losses are due to the dealer’s misunderstanding 
with his credit customer. Of course, in every locality 
there are professional dead beats; but against these 
the merchant, who makes it a practice to keep in touch 
with his fellow retailers, can usually guard himself. 
Against the man who does not intend to become a 
dead beat, the merchant should guard by means of a 
specific understanding. 

It is well to look into the origin of the want of 
credit in the customer. Credit buying is a habit. The 
more it is fostered in a customer the deeper-rooted 
will it become. 

The customer may start out with the idea of paying 
cash and keeping ahead of the game, whatever hap- 
pens. The pinch of financial stringency comes, how- 
ever, and he starts to buy on credit, at first timidly. 
Perhaps he has overrun his week’s salary and there 
is some article that he feels he can not do without. 
He will buy on credit and pay for it whem next week’s 
envelope comes in. It is so easy to buy on credit, 
however, that when the next pinch comes he plunges 
deeper and—well, eventually he gets beyond his depth. 
A lot of merchants lose money; and another man is 
added to the ranks of the confirmed dead beats. 

3y securing an explicit understanding with his cus- 
tomer the retailer can go to great lengths in avoiding 
credit losses. To do this he need not be unpleasant, 
but he must be firm. Many merchants are too kind 
hearted for their own good and the good of their cus- 
tomers. They lack the moral courage to bea little 
insistent where insistence will be mutually helpful. 

Retailers should not be the ones to suggest credit 
accounts. The customer should be given no encour- 
agement to induce him to endeavor to open a credit 
account. When selling to a new customer retailers 
should act as if they expected cash 
they are dealing with a credit customer with whom 
they have a definite understanding as to limit of time 
and amount. Let the customer be the first to talk 
credit. That gives the merchant a strategic advantage. 


unless, perhaps, 


-* 


FINDS AMERICAN ARTISAN COMES UP TO 
HIS EXPECTATIONS. 





To AMERICAN ARTISAN AND HARDWARE REcoRD: 
I received my first copy of your paper and am very 
much pleased with it. Indeed, it is fully up to my ex- 
pectations in every respect. 
Yours truly, 
Perce U. MILLER. 


\IcKeesport, Pennsylvania, December 22, 1919. 
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NEAT ARRANGEMENT OF THE STOCK IN 
A HARDWARE STORE MAKES A 
FAVORABLE IMPRESSION. 


The general appearance of a store is often under- 
rated by the hardware dealer. Some store keepers 
do not take into strict account the necessity of neat 
arrangement. Your customer, as soon as he or she 
enters, gets an impression. 
If your store is untidy and the stock dusty or dirty, 


there is a certain class of people who will never deal 


Let it be a favorable one. 


with you. Cleanliness is one of the essential things. 
It is most advantageous to display seasonable goods 
in a prominent part of the store. The use of display 
tables is one of the best ways of doing this. 
should be changed often, and always kept in first-class 


A table displayed with small articles, such 


These 


condition. 
as toasters, mixing spoons, small strainers, egg beaters, 
can openers, etc., will draw more sales than if these 
lines are hidden away and shown only when asked 
for. Other tables should be used for showing goods 
which are particularly in demand for the time of the 
year, and let everything have the selling price plainly 
shown so that there will be no hesitation in quoting 
prices. 

Goods which would be rendered unusable by dust 


should not be openly displayed. For this class of 
goods the glass show case is the only thing. These, 


too, can be arranged very nicely, and have the same 


advantage as the display tables, keeping the goods 
in view. 
“*e- 


SHOULD CHECK ALL ITEMS IN BILLS. 


very item in current bills should be checked up 
Do not take it for granted that the bill is absolutely 
correct. There may have been a mistake in transerib- 
ing the items—made unintentionally, but it will mean 
a loss to you if it is not discovered. In business, lazi- 
ness and a “take-it-for-granted” attitude spells ruin. 
In the matter of paying bills follow the rule of the 
gentleman from Missouri—make sure. 

oor 


WILL SUPPLY UP-TO-DATE PRODUCTS. 


The need for an up-to-date stock in a hardware 


store will not be denied by any dealer. Sufficient 


goods of every variety of course, not an overstock 

should be on hand at all times. Careful and systematic 
buying is as much a necessity in the proper working 
The 


retailer who lacks in one of these business qualifica 


of a retail business as is efficient salesmanship. 
tions can not hope to succeed. lor over twenty-eight 
years the Bullard and Gormley Company, Chicago, 
Hlinois, has been supplying hardware dealers with up 
More this 


nounces, it is in a position adequately to fill the re 


to-date goods. than ever, company an 


quirements of discerning hardware retailers. Prompt 


deliveries are assured wherever feasible. Quality im 


all products is guaranteed. Among the goods handled 


by the Bullard and Gormley ( oOmpany are oarade n tool 


general and builders’ hardware, mechanics’ tools, cut 


lery, guns, ammunition, sporting goods, and fishing 
tackle. Information pertaining to its good I] tne 
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furnished dealers who will write to the Bullard and 
Gormley Company, 7-9 East Lake Street, Chicago, 
Illinois. 


OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 

The Bureau of Foreign and Domestic Commerce, 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
Names and locations will be 





eral foreign countries. 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

31593.—A representative of American exporters, estab- 
lished in Denmark, desires to take over the agency of several 
additional lines for sale in the Scandinavian countries, Finland, 
Poland, Letland, Esthonia, and Russia, of general merchan- 
dise and household appliances for cooking and heating. Ref- 
erences. righ ; 

31,595.—An English firm established in Columbia desires 
to secure an agency from manufacturers and exporters for 
the sale of American goods in Colombia. References. 

31597.—A firm in Greece desires to secure an agency for 
the sale of iron, steel, wire nails, copper, tin plate, wire, etc. 
Correspondence should be in French. References. 

oo 


COMING CONVENTIONS. 








Sheet Metal Contractors’ Association of Pennsylvania, 
Penn-Harris Hotel, Harrisburg, January 8, 1920. First con- 
vention for purposes of forming organization Edwin, L. 
Seabrook, ex-officio Secretary of preliminary organization, 
261 South Fourth Street, Philadelphia, Pennsylvania. 

Western Retail Implement, Vehicle and Hardware As- 
sociation, Kansas City, Missouri, January 13. 14 and 15, 
1920. H. J. Hodge, Secretary, Abilene, Kansas. 

Mountain States Hardware and Implement Dealers’ As- 
sociation, Denver, Colo., January 20, 21 and 22, 1920. W. W. 
McAllister, Secretary, Boulder, Colo. 

Texas Hardware and Implement Association, Dallas, 
Texas, January 20, 21 and 22, 1920. A. M. Cox, Secretary, 
1808 Main Street, Dallas, Texas. : 

Pacific Northwest Hardware and Implement Associa- 
tion. Davenport Hotel, Spokane, Washington, January 20, 
21, 22 and 23, 1920. E. E. Lucas, Secretary, Hutton Building, 
Spokane, Washington. 

American Washing Machine Manufacturers’ Association, 
Hotel Sherman, Chicago, Illinois, January 21 and 22, 1920. 
Raymond Marsh, Secretary, 10 South La Salle Street, Chi- 
cago, Illinois. 

The American Society of Heating and Ventilating En- 
ineers, New York City, January 27, 28, and 29, 1920. C. W. 
Obert, Secretary, 29 West 39th Street, New York City. 

Indiana Retail Hardware Association, Athenaeum Hall, 
Indianapolis, Indiana, January 27, 28, 29, and 30, 1920. Ex- 
hibit in same hall. G. F. Sheely, Secretary, Argos, Indiana. 

Oregon Retail Hardware and Implement Dealers’ Asso- 
ciation, Imperial Hotel, Portland, Oregon, January 27, 28, 29 
and 30, 1920. E. E. Lucas, Secretary, Hutton Building, Spo- 
kane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
the Armory. Louisville, Kentucky, January 27, 28, 29 and 30, 
192C. Hardware, Implement, and Vehicle exhibit. J. M. 
Stone. Secretary. Sturgis, Kentucky. 

West Virginia Retail Hardware Association, Wheeling, 
West Virginia, February 3, 4 and 5, 1920. John H. Morgan, 
Secretary, Morgantown, West Virginia. 

Nebraska Retail Hardware Association, Lincoln, Nebras- 
ka, February 3, 4, 5, 6, 1920. Nathan Roberts, Secretary, Lin- 
coln, Nebraska. 

Wisconsin Retail Hardware Association, Milwaukee. 
Wisconsin, February 4, 5, and 6, 1920. P. J. Jacobs, Secre- 
tary, Stevens Point, Wisconsin. 

Iowa Retail Hardware Association, Auditorium, Des 
Moines, Iowa, February 10, 11, 12 and 13, 1920. A. R. Sale, 
Secretary, Mason City, Iowa. 

Michigan Retail Hardware Association, Hotel Pantlind, 
Grand Rapids, Michigan, February 10, 11, 12 and 13, 19920, 
Exhibit in Furniture Exhibition Building. Arthur J. Scott. 
Secretary, Marine City, Michigan. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Bellevue Stratford Hotel. Philadelphia, Pennsvivania. 
February 10, 11, 12, and 13, 1920. Exhibition in Philadelphia 
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Commercial Museum. Sharon E. Jones, Secretary, 1314 Ful- 
ton Building, Pittsburgh, Pennsylvania. Exe 

North Dakota Retail Hardware Association, Grand 
Forks, North Dakota, February 11, 12 and 13, 1920. Hard- 
ware exhibit in Grand Forks Municipal Auditorium. C. N. 
Barnes, Secretary, Grand Forks, North Dakota. 

Illinois Retail Hardware Association, Hotel Sherman, 
Chicago, Illinois, February 17, 18, and 19, 1920. Exhibit in 
connection. Leon D. Nish, Secretary, Elgin, Illinois. ' 

Minnesota Retail Hardware Association, St. Paul Audi- 
torium, St. Paul, Minnesota, February 17, 18, 19 and 20, 1920. 
H. O. Roberts, Secretary, 1030 Metropolitan Life Building, 
Minneapolis, Minnesota. 

New York State Retail Hardware Association, Onon- 
daga Hotel, Syracuse, New York, February 17, 18, 19 and 20, 
1920. Exhibition in State Armory. John B. Foley, Secre- 
cary, 607 City Bank Building, New York City. 

Missouri Retail Hardware Association, St. Joseph Audi- 
torium, St. Joseph, Missouri, February 17, 18, and 19, 1920 
F, X. Becherer, Secretary, 5136 North Broadway, St. Louis, 
Missouri. 

New England Hardware Dealers’ Association, Mechan- 
ics’ Building, Boston, Massachusetts, February 23, 24, and 25, 
1920. George A. Fiel, Secretary, 10 High Street, Boston, 
Massachusetts. 

South Dakota Retail Hardware Association, Sioux Falls, 
South Dakota, February 24, 25, 26, and 27, 1920. Exhibit in 
connection. H. O. Roberts, Secretary, Metropolitan Life 
Building, Minneapolis, Minnesota. 

Virginia Retail Hardware Association, Murphy’s Hotel, 
Richmond, Virginia, February 25, 26 and 27, 1920. Thomas 
B. Howell, Secretary, Richmond, Virginia. 

Ohio Hardware Association, Hotel Gibson, Cincinnati, 
Ohio, February 24, 25, 26 and 27, 1920. James B. Carson, 
Secretary, Dayton, Ohio. 

Michigan Sheet Metal Contractors’ Association, Saginaw, 
Michigan, March 2, 3, and 4, 1920. F. E. Ederle, Secretary, 
Grand Rapids, Michigan. 

National Warm Air Heating and Ventilating Association, 
Cleveland Hotel, Cleveland, Ohio, April 21, 1920. Allen Wil- 
liams, secretary, Columbia Building, Columbus, Ohio. 

Stove Founders’ National Defense Association, Boston 
Massachusetts, May 11, 1920. R. W. Sloan, Secretary, 826 
Connell Building, besunten, Pennsylvania. 

Hardware Association of the Carolinas, Imperial Hotel, 
Greenville, South Carolina, May 11, 12, 13 and 14, 1920. 
T. W. Dixon, Secretary, Charlotte, North Carolina. 

Southern Hardware Jobbers’ Association, Marlborough- 
Blenheim Hotel, Atlantic City, New Jersey, May 11, 12, 13, 
and 14, 1920. John Donnan, Secretary, Richmond, Virginia. 

American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, May 11, 
12, 13, and 14, 1920. F. D. Mitchell, Secretary, 4106 Wool- 
worth Building, New York City. 

Old Guard Southern Hardware Salesmen’s Association, 
Marlborough-Blenheim Hutel, Atlantic City, New Jersey, 
May 12, 1920. R. P. Boyd, Secretary, Knoxville, Tennessee. 

National Association of Stove Manufacturers, Boston, 
Massachusetts, May 12 and 13, 1920. Robert S. Wood, Sec- 
retary, National State Bank Building, Troy, New York. 

National Association of Sheet Metal Contractors, Peoria, 
Illinois, June 8, 9 and 10, 1920. Edwin L. Seabrook, Secretary, 
261 South Fourth Street, Philadelphia, Pennsylvania. 
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RETAIL HARDWARE DOINGS. 








Minnesota. 

Lewis Cizek and son sold their hardware business at 
Browerville to Frank and John Sobota. 

G. S. Lines will open a hardware business at Brown 
Valley. 

A. Rossand has sold his hardware store at Cottonwood 
to H. L. Oftedal. ‘ 

Willwock Brothers have sold their implement business 
at Hewitt to Naeske Brothers. 

N. M. Javonson has bought a half interest in the Nv- 
stuen Implement store at Northfield. 

G. R. Gulvei and C. E. Kusche have purchased the im- 
plement business of the Western Grain and Coal Company 
at Winona. 

North Dakota. 


FE. A. Breidut will open a hardware business at Cando 
: Oklahoma. 
» "I - ce Ht D4 
Ben Byers has sold his hardware business at Lehigh to 


William Menton. 

Mr. Strausbaugh has purchased the hardware business 
of C. W. Jones at Shattuck. 

South Dakota. 

C. Ellstrom and I. S. Thompson have bought the East 
Side Hardware store at Sioux Falls. 

O. G. Erickson will open a hardware business at Toronto 

Wisconsin. 

A. F. Wood will open a hardware store on East Mil- 
waukee Street, Janesville. 

Grievenow & Weirich are erecting a new hardware store 
at Withee. 
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L/S OLD 


| AUTOMOBILE ACCESSORIES 
BY HARDWARE DEALERS 








italiani 


The Lucia Manufacturing Company, Hartford, 
Connecticut, has been incorporated with $50,000 cap- 
ital to manufacture automobile accessories. 

The E. C. 
been incorporated with $250,000 capital to manufac- 
Frank K. Cole is presi- 


Safechain Company, Kittery, Maine, has 


ture automobile accessories. 
dent. 

The Connecticut Auto Accessory Company, bridge- 
port, Connecticut, has been incorporated to make au- 
tomobile accessories with $200,000 capital by J. H. 
Solen, H. F. Blackwell and Jacob Massoth. 

The Webber Carburetor Company, Boston, Massa- 
chusetts, has been incorporated with $400,000 capital 
to manufacture carburetors. Harold E. Clark is pres- 
ident and other incorporators are James L. Doyle and 
George E. Richardson. 

The Liberty Auto Lock Company, St. Louis, Mis- 
souri, has been organized with offices at 2209 Pine 
Street, by E. W. Link, John L. Maline and others, to 
engage in the manufacture of locks. The company 
plans a plant which will include a foundry. 


~ +a 


TEST BATTERIES WITH GLASS TUBE. 

Often through sad experience autoists have learned 
that it is essential for the life of the battery to keep 
the water up to a certain level. Observing the condi- 
tion of the water with the eye is not satisfactory. 
However, a simple tester can be had by using a plain 
glass tube. It need not be very long, and can be car- 
ried around in the tool box. To use, insert one end 
of the tube into a battery cell and hold a finger over 
the other end. Lift it out a short The 
depth of the water in the tube will correspond with 
the height of the water in the battery. 


distance. 
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WIDE-AWAKE HARDWARE DEALER CAN 
OBTAIN SHARE OF INCREASE IN 
FORD ACCESSORY NEEDS. 


A great increase in the development of accessories 
applicable to Ford cars is noticeable to all who have 
given the matter even slight observation. One might 
wonder why this particular car had been selected by 
the accessory manufacturers for specializing on ac- 
cessories and equipment. Their foresight was that of 


sagacious commercialism, for there are now over 
a million 1920 Ford cars in service and by the end 
of the 1920 season it is safe to predict that there will 
be at least 1,500,000 Ford cars in use. This large 
number of popular-priced cars will require thousands 
of dollars worth of accessories and equipment. Con- 
sequently we are witnessing the greatest endeavor to 
provide the most useful accessories and equipment for 
the make of car that has been and is continuing to be 


sold in the largest numbers. 


There is not a single vicinity in which a hardware 
store is located throughout the entire country where 
there are not Ford cars. Why the hardware dealer 
should not get a share of the accessories that the own- 
ers of these cars must purchase this year, is a ques- 
tion that can not be answered. There is only one bar- 
rier in the way of the retail hardware merchant’s get- 
That 
hindrance is his own inactivity—his lack of initiative 


ting a goodly share of the accessory business. 


in reaching out and bringing the business into his 
store. 


AUTOMOBILE TOOLS SHOULD BE SOLD 
BY HARDWARE STORES. 





All automobile owners keep a supply of tools on 
hand. If the autoist is mechanically inclined and 
does most of the repairing on his car himself he will 
require an extensive set of tools. Many tools which 
the car owner needs for equipping his garage are those 
that the hardware store formerly carried and are 
things that the auto owner has become accustomed to 
looking to the hardware store to supply. Adding an 
adequate stock of accessories merely means adding 
sales to the business done with old customers. For 
they will feel much more free to go to their hardware 
dealer for accessories which their agent might not 
carry than they would to call on the agent for a rival 
car. But to make sure that his customers will buy 
their auto accessories from him the retail hardware 
dealer must make it known that he carries such sup 
plies. Therein lies the profitableness of handling 
automobile accessories. 

-*- 


ACCESSORY BUSINESS IS GROWING. 


In all its branches the automobile industry is boom 


ing. 
a rapid 


The manufacture of automobiles is going on at 


pace. In the automobile trade, however, 
standing out most clearly is the growth of the acces 
sory business. Hardware men who are handling auto 
accessories report excellent sales. They have taken 
full advantage of the various seasons to dispose of 
supplies necessary at the time. 

Going after the business is the surest way to get it 
and the man who gets busy earliest is naturally th 
one who is going to get returns first. There is no 
more effective way of increasing sales in the acces 
sory department than to bring the lines you have to 
offer before the public by attractive advertising. 

Publicity work should be carried on in every wa) 
open to the hardware merchant. Whenever possibk 
he should make use of his windows fer displaying 
seasonal automobile supplies. 


-e- 


A push is always better than a pull. 
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ADVERTISING CRITICISM AND 
| COMMENT 


| Helpful Hints for the Advertisement Writer 








Mention of a store’s window display is altogether 
too frequently omitted from its newspaper advertising. 
Much of the power of publicity is wasted in failing to 
make the connection between the goods advertised in 
newspaper or circular and the commodity displayed in 
the window of the store. Credit is due to the Kim- 
brough Hardware Company for the effective manner 
in which its window display of aluminum tea kettles 1s 
connected with its advertisement of these goods in the 

» Muncie Star, Muncie, Indiana. There is no exaggera- 


—M ONDAY=— 
“Get it at Kimbrough’s” 


Aluminum Tea Kettles 
) <3: 2 5 


See our farge window display of No. 8 Aluminum 


Tea Kettles-at this remarkably low price. 


MM, 


Hardware (Co. 


114-116 South Mulberry Street 





tion in the company’s assertion that the price set forth 
is remarkably low. Indeed, it is a genuine bargain 

This advertisement uses just enough words of the 
right kind to carry its message to the prospective buy- 
er. Liberal use of white space and the excellent bal- 
ance of the display lines compel attention. It is an 
exceptionally good piece of copy, giving evidence of 
careful planning and long experience. 


From time to time it is well to publish advertise- 
ments in which no particular commodity is specified, 
as in the case of the advertisement herewith repro- 





Handy Man About the House 


You need good tools—saws and hammers—to do neat work to 
please the wife. When you are getting the proper tools, lay in 
a supply of brackets, hinges and hooks. They: come in handy. 


Lawson Odorless Gas Heaters Stove Polish 


REX-HOCKER HARDWARE CO. 


211, Ave. C—Six doors North of Travis 











—— 
duced from the San Antonio Light, San Antonio. 
Vexas. The Rex-Hocker Hardware Company of that 


city uses a small bit of space to big advantage, in ap- 
pealing to the handy man about the house. There is a 
touch of cleverness in the wording of the copy, espe- 
cially in telling the handy man about the house that he 
needs good tools to do neat work to please the wife. 
An advertisement of this kind can effectively be fol- 
lowed up by advertisements in which particular tools 
for the handy man about the house are described, 
priced, and well displayed in the layout. Inasmuch as 
the San Antonio Light has circulation beyond the city, 
it would be well for the Rex-Hocker Hardware Com- 
pany to add the name of the city to the street address 
at the bottom of the advertisement. 

Here is an advertisement only an inch and a half 
deep and a single newspaper column wide. It ap- 


Parlor Stoves |i: 


Wat erville 
Morning Senti- 
AND ALL’ KINDS ‘OF ‘nel, Waterville, 
HEATERS NEW AND 
SECOND HAND 


Whitcomb & Stanhope 


comb and Stan- 
19 Silver Street. Tel. 109 


hope contrive to 

get an excep- 

tionally high 
ati amount of value 
out of the little 
space which they employ for this advertisement. It 
is more than a name and address of the business. It 
tells a story. In this respect it is quite an improve- 
ment over the average run of small advertisements 
occupying relatively the same amount of space. It is 
Particularly with reference to 











cpen to improvement. 
seme hint of prices and service. 


” * 2 


What may be called an illustrated business card is 
the advertisement of the Philip Gross Hardware and 
Supply Company, which appeared in the Milwaukee 
Journal, Milwaukee, Wisconsin. While having only 
a limited range of usefulness, this form of publicity 
serves the purpose of keeping the firm’s name in print, 














~ GUNS AND | AMMUNITION _ 
THIRD STREET MILWAUKEEWIS. 


and of repeating the good slogan of the store. In 
view of the fact that the Philip Gross Hardware and 
Supply Company is a presistent and intelligent ad- 
vertiser, this form of publicity may be used to advan- 
tage now and then. It helps the general effect of in- 
dividualizing the business and its excellent motto in 
the minds of prospective customers. 
* * * 


The highest point is never reached. 











January 3, 1920. 


AMERICAN ARTISAN AND HARDWARE RECORD 3! 











HEATING AND VENTILATING 








PROPOSES ORDINANCE TO REGULATE 
INSTALLATION AND USE OF WARM 
AIR HEATERS. 


An ordinance to regulate the installation and use of 
steam, hot water, and warmed air systems of heating 
in the city of Detroit has been introduced into the City 
Council of that municipality by John C. McCabe, who 
is head of the Department of Building and Safety En- 
gineering of Detroit, Michigan. Considerable opposi- 
tion has been developed on the part of boiler and 
radiator manufacturers to the sections of the proposed 
ordinance which relate to steam and hot water heating. 
The sections of the proposed ordinance which bear 
upon warm air heating seem to have encountered much 
less opposition. A complete canvass of the warm air 
heater trade in Detroit has not been made with refer- 
ence to the pending measure but opinions thus far 
gathered seem to favor the ordinance. The sections of 
the ordinance bearing upon warm air heating are here- 
with reproduced for the study and‘ consideration of 
our readers. 


An Ordinance to Regulate the Installation and Use of 
Steam, Hot Water, and Warmed Air Systems of 
Heating in the City of Detroit, Michigan. 


It is hereby ordained by the People of the City of 
Detroit : 


Section 1. No person, firm or corporation shall install or 
cause to be installed any system of heating in the City of 
Detroit without first having a contractor's license issued by 
the Department of Buildings and Safety Engineering, au- 
thorizing such contractor to make installations of heating 
plants under the provisions of the rules embodied in this 
ordinance. 

Section 2. Any person, firm or corporation desiring to 
make installations of heating plants in the City of Detroit 
shall secure a license from the Department of Buildings and 
Safety Engineering and file a bond in the sum of $5,000.00 
as indemnity for the compliance of such contractor with the 
terms of this ordinance. 

Section 3. Any person violating this ordinance or Code of 
Rules for the installation of heating or warming plants in 
the City of Detroit shall be deemed guilty of a misdemeanor 
and subject to a fine of not less than $25.00 or more than 
$500.00 and imprisonment for not more than 90 days in the 
County Jail upon conviction. 

Section 4. This ordinance shall become effective 60 days 
after its adoption. 

Section 5. The following requirement shall govern the 
instaliation of steam, hot water or warmed air plants in the 
City of Detroit. 

Section 6. The provisions of this ordinance shall apply 
to all buildings, rooms or apartments which are occupied by 
any person or persons for either residential or business pur 
poses for a continuous period of more than 4 hours per day. 

Section 7. All buildings, rooms or apartments to which 
this ordinance applies shall be so constructed that it is possible 
to maintain in them temperatures according to the following 
schedule. 

Section 8. Buildings or apartments used for residence, 
dwelling or sleeping purposes, 60 degrees when the temper- 
ature of the outside air is zero. 

Warm Air Heating. 

Section 26. In any room, building, or apartment heated by 
warm air which is warmed by direct contact with a furnace 
casing the warm air register serving such a room shall have 
a free area of not less than 20 sq. in. for every 1,000 cubic 
feet of contents of the room. 

Section 27. The area of the leader pipes and cellar pipes 
from the furnace to the register shall not be less than the 


free area of the register and the flow of air through these 
pipes shall not be restricted by constructions, sharp turns, 
or in any manner. These pipes shall be covered by asbestos 
or other approved covering in such a maner that the temper- 
ature of the surrounding materials shall not be raised to the 
ignition point. 

Section 28. Every warm air furnace shall have a grate 
area of not less than 1 sq. ft. for every 5,000 cubic feet of 
contents of the buildings or room to be heated where the air 
is recirculated and not less than 1 sq. ft. for every 4,000 
cubic feet of space to be heated where the air is taken from 
the outside. 

Section 29. Every furnace shall be covered on the top 
with such necessary non-combustible material as may meet 
the approval of the Inspector of Plumbing and Heating. 

Section 30. Where coils are used in the firepot of any 
boiler or furnace 1 sq. ft. shall be added to the grate surface 
for every 30 gallon tank so heated. 

Chimneys. 

Section 31. Every chimney connected with any boiler, fur- 
nace or heating apparatus shall be straight, clear and free 
from leaks and other openings. The flue shall be either of 
square or round section. It must not be oblong in section. 

Section 32. Only one type. of furnace or other apparatus 
shall be connected to each chimney. In buildings where two 
or more furnaces are installed the chimney shall have a 
separate flue for each furnace. 

Section 33. Each chimney shall be provided with a clean 
out door so that the soot, ashes and other products of com 
bustion can be readily removed. 

Section 34. Each chimney shall have an area of not less 
than 15 per cent of the area of all the grates connected with 
it. 

Section 35. The height of each chimney is to be at least 
12 ft. higher than any building, vapor structure or other 
object within 50 ft. of the chimney. 

Section 36. No chimney serving any hot air furnace shall 
be less than 35 ft. high. 

Section 37. Chimneys serving steam or water boilers shall 
be not less in height than the height recommended by the 
manufacturer of such boiler or boilers; but in no case shall 
the height be less than 35 feet. 

Section 38. The breeching serving any boiler, furnace o1 
boilers or furnaces shall have cross-sectional area of not less 
than 15 per cent of the grate surface which it serves. 

Section 39. The chimney heights computed according to 
the above sections are based on a breeching of not over 15 
feet long and containing not over one right angle bend 
Where more than one right angle bend occurs in a breech- 
ing, 10 feet shall be added to the height of the chimney for 
each right angle bend or part thereof. 

Section 40. Where the straight breeching is more than 
15 feet long 1 foot shall be added to the height of the chim 
ney for each foot in excess of 15 feet. 

Section 41. Every breeching shall be covered where it 
passes through wood or other combustible material as to 
eliminate the danger of fire hazard. 

Section 42. Breeching shall be free of all obstructions and 
each breeching shall be provided with udequate means for 
cleaning same. 


-& 


DISTRIBUTES ARTISTIC CALENDARS. 





The Modern Way Furnace Company, Fort Wayne, 
Indiana, is sending out a monthly calendar which con- 
The first 


issue of this calendar bears a message of New Year's 


tains an illustration by a prominent artist. 
greeting to the trade. Subsequent monthly issues will 
have on them different pictures by an artist of ac 
In distributing the first of this 
Furnace Com 


knowledged ability. 
series of calendars The Modern Way 
pany informs the recipients: 

“The picture in color on the calendar herewith is 
one of a series painted by an artist acknowledged to 
be among the most popular of the day. We propose 


to send you eleven others, comprising a very repre 
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sentative collection of this artist’s work at its best. 
Pictures like these bring cheer into one’s days. Do 
not lose this first one, but preserve it carefully. 

“A good many people have expressed a wish for the 
whole set for framing. Keep them all as they are 
sent to you. It will be worth while. Incidentally we 
shall ask you to read carefully the message which 
accompanies each picture.” 

Those wishing to be included in the mailing list to 
receive the series of calendars from The Modern Way 
l‘urnace Company, Fort Wayne, Indiana, should write 
to them. 


eo 


EMPHASIZES NEED FOR HEATING AND 
VENTILATION KNOWLEDGE AS 
HYGIENIC NECESSITY. 


That there is a large fie'd open to the warm air heat- 
‘er dealer who wishes to avail himself of increased 
business is made clear in an interesting chapter on 
Heating and Ventilating in The Theory and Practice 
of Hygiene, by R. H. Firth, M. D., Fellow Royal So- 
The book is written for med- 
information and 


ciety of Medicine, ete. 
ical practitioners. But it contains 
suggestions relative to healthful heating and ventilat- 
ing which can be used to advantage by installers of 
warm air heaters. It contains in the chapter on Heat- 
ing and Ventilation an exposition of the many systems 
A complete analysis of 
The close rela- 


of heating now being used. 
air is given in this book by Dr. l*irth. 
tion between a proper supply of pure, fresh air and 
good health is set forth scientifically. Depicting the 
need for proper ventilation and heating, Dr. Firth 
deplores the general lack of adequate knowledge on 
the subject. 

‘Notwithstanding the existence of a vast amount of 
literature upoh these subjects, both from the purely 
hygienic and the purely engineering or architectural 
points of view, still the conditions of ventilation and 
heating in the great number of dwellings and public 
buildings must be said to be unsatisfactory. In Eng- 
land the great majority of inhabitants have no system- 
atic scheme of or special provisions for, ventilation, 
and even in the great number of churches, schools, 
theaters, courts of justice and public assembly rooms 
in which some openings do exist for the entrance and 
existence of air it is rare to find satisfactory ventila- 
tion. The causes of this appear to be partly apathy 
and ignorance on the part of the people, partly an in- 
ability on the part of the architects and engineers to 
accept a definite standard as to quantity of air 
required, and partly the question of cost. 
of this last factor, it is important to remember that in 
most cold climates it is difficult to combine good ven- 
tilation and sufficient heating with cheapness of con- 


In respect 


struction in building: the question of expense might 
he considerably modified were the matter of ventila- 
tion and heating duly considered in the beginning and 
not taken up as a future thought when every detail as 


When this 


fact is more fully appreciated by architects and build- 


to construction has been decided upon. 


ers, doubtless considerable improvements, as to both 
ventilation and heating will soon be apparent.” 
The above remarks apply specifically to England 
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The situation in this country is much better than that 
described by the doctor as existing in Great Britain. 
But who will doubt, however, that there is widespread 
ignorance as to proper methods of combining heating 
and ventilating in the home. The lack of information 
on ventilation in connection with heating is being les- 
sened to some extent by the great .advertising cam- 
paigns carried on by manufacturers and dealers. <Ad- 
vertising in England has not reached anywhere near 
the level of commercial publicity in this country. This 
should be an added incentive to installers to keep up 
the profitable work. Results are positive if energy 
is directed in the right direction. Armed with the 
abundance of facts showing the Superiority of warm 
air heating as a healthful heating system for the home. 
the retail dealer can do much to eradicate the existing 
ignorance of heating and ventilation. The benefits will 
be two-fold—profits for the dealer, and a healthful 
heating plant for the purchaser. 


FACES HAVE VARIED USES. 


wooD 


Illustrated herewith is one of the many varieties of 
Dover Wood Faces produced py the Dover Wood Face 
and Lumber Company, Dover, Ohio. That there is an 
advantage in using these will be the average conclusion 
when it is taken into consideration that the manufac- 
turers are able to match any woodwork. These wood 
faces may be adapted to many different positions. 
They may be installed in hall seats, window seats, 
floors, close to fireplaces and built into walls and under 
stairways. Any desired shape will be furnished, 
states the Dover Wood Face and Lumber Company. 





Dover Wood Face. Made by the Dover Wood Face and L:umber 
Company, Dover, Ohio. 


Oak grills are this company’s specialty but it is pre- 
pared to furnish faces in cherry, bird's eye maple, 
curly maple, curly birch, quartered oak, and walnut. 
Readers interested will receive particulars by ad- 
dressing the Dover Wood Face and Lumber Company 
at Dover, Ohio. 

silliness 


GET INFORMATION ON INVESTMENTS. 





Avoid the tendency of investing money on mere 
hearsay—without proper knowledge of the facts. It 
is your duty and a business necessity to know as much 
concerning a contemplated investment as prudence 
dictates you should know. 
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HEALTH DEPARTMENT SAYS HEATING 
AND VENTILATION SHOULD BE 
COMBINED. 


Health departments in the various cities bring the 
question of ventilation before their citizens more 
acutely in winter time than at other seasons of the 
year. Difficulty is encountered in the cold months of 
the year in providing fresh air in the homes and at the 
same time retaining warmth sufficient to insure the 
comfort of the inhabitants of the dwelling. The Chi- 
cago Health Department lists fresh air in the winter 
time as one of the requisites of good housing in the 
following words: 

“In order to have good living conditions in your 
home some way must be devised to let bad air out and 
And, of course, this should be done with- 
of chilling 


good air in. 
out producing discomfort in the 
draughts or a temperature below 68 degrees Fahren- 


way 


heit.” 

Warm air heaters combine heating and ventilation. 
That these two factors in providing healthful and com- 
fortable homes are inseparable has been reiterated by 
many professional men. The fact has never been 
more clearly stated than in the appended statement 
issued by the Chicago Department of Health: 

“The maintenance of a comfortable indoor temper- 
ature is inseparable connected with the problem of 
obtaining a continuous suppiy of good air. During the 
warm season of the year there is no lack of fresh air 
in our homes, for both as a matter of comfort and 
health doors and windows are almost constantly open 
and the supply of good, fresh air is always present in 
abundance. But when the weather turns cold, it sets 
up conditions which cause us to close windows and 
doors and thus we shut out or cut off our supply of 
this life giving and health promoting agency.” 

Of course, the Chicago Health Department does not 
state that a solution of the problem is to be found in 
installing a warm air heater. It could not do that be- 
cause it might be accused of commercialism. Yet the 
fact remains. A warm air heater efficiently meets the 
need for fresh air and warmth in winter time without 
the danger of drafts, etc. 

Another logical illustration of the harmonious co- 
ordination of warm air heating systems with natural 
forces is given in the following paragraph taken from 
the Bulletin on “Good Air in the Home,” sent out by 
the Chicago Health Department: 

“If you smoke in your home, step into the center of 
the room and blow a few puffs from your cigar up 
wards and watch the results. You will soon discover 
that the air is in motion and is carrying the smoke 
from your cigar along with other impurities over the 
top sash of your open window and into the big out- 
doors where nature’s chemical forces will soon make 
it fit for breathing purposes.” 

It can be seen that the Health Department is here- 
with depicting convection, or the 
With any other system of 


natural upward 
circulation of heated air. 
heating than warm air heaters this circulation of the 
warm air is hampered. Warm air heating plants aid 
it The Chicago Health Department concludes its 


interesting article with this pointed remark: “Fresh 
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air and sunshine are better for your health than bottled 
tonics bought at the corner drug stores.” 


*e- 


MEANS FOR UNITING PIPE SECTIONS IS 
PATENTED. 


United States patent rights have been obtained by 
Charles J. Holub, Columbus, Ohio, assignor to The 
\\V. kk. lamneck Company, Columbus, Ohio, under 
number 1,324,897 for means for uniting pipe sections 
described as follows: 

The with a 


pair of pipe sections, of means 


combination 


for joining the same compris- 
ing an inturned fluted hem on 
one of said sections, the out- 
side being plain, and an out- 
turned hem on the other of 
said sections, both the hem 





and pipe being fluted, said 
last named section being adapted to be fitted within 


the other section. 


es- 


REGISTERS GIVE FULL CAPACITY. 


The Stearns Register Company of Detroit, Mich- 
igan, has been making registers for several years. One 
of these registers is shown in the accompanying il- 
lustration. It represents the latest in warm air reg- 
ister construction. These registers are well built and 
very highly finished. They give the full capacity, both 
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Stearns’ Steel Base Register, Manufactured by Stearns Register 
Company, Detroit, Michigan. 


in the face and box, for the size pipe they are in- 
tended. The Stearns Register Company guarantees 
them against breakage. The Company states that the 
exact size can always be obtained in the Stearns’ 
Steel Base registers because they are furnished in five 
sizes, from 8x 10 to 11 x 13, in black or white japan 
or electroplated finishes. This Company also carries 
a complete line of pipe and fittings. 
For further information, dealers 


floor registers, 
borders and faces. 
should write to the Stearns Register Company, 111 
Fort Street East, Detroit, Michigan, for a copy of 
their catalogue. 

eee 
work who does not 


Many a man is looking for 


want it. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR TAPERING ELBOW 
FLAT ON ONE SIDE. 


By O. W. Korue. 

Along with piping systems where heavy material is 
handled, and it is required for the main duct to be 
straight on the bottom side, it happens that tapering 
elbows must be made that way also. In this case we 


bases, and draw the radial lines between points of 
bases as shown. Now by projecting lines over from 
all points in the side tape miter lines to cross lines 
of similar number we thereby develop the true diam- 
eters through each point in miter line of side taper. 
These true diameters are shown by the solid horizon- 
tal lines in end taper. These are used for developing 
true sections and plans for the gore piece. 
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Patterns for Tapering Elbow Flat on One Side. 


take up a treatment that is simple and will produce 
the fitting. At first we treat the elbow as an ordinary 
elbow, for the large diameter. This gives us the dia- 
gram for miter lines, also the throat and heel lines. 

The next step is to treat this as a reversible elbow 
and straighten out the gore pieces as in side taper. 
Miter lines a-c; c-d; e-f can be transferred by pick- 
ing the throat and heel distances and setting them on 
the cylindrical lines in side taper. After this we draw 
the taper in place and strike the half sections for 
Draw radial lines as shown between base lines 
thus intersecting the miter lines in points indicated bv 
the heavy dots. This gives us gore pieces I-IJ-III- 
IV. 

You develop the end taper by making end line 
square with the basis. Describe the sections for the 


bases. 


All gore pieces can be reproduced as gore piece I 
by means of triangulating diagonal corners. This is 
reproduced direct from side taper, and to make true 
a plan must be developed. This we show in connec- 
tion with gore piece II. The elevation is reproduced 
with all its points and radial lines direct from side 
taper I]. Then we square out lines from the miter 
lines and develop the true half sections. The large 
section of gore I is also used for the small end of 
gore II. 

The plan offers considerable care, as the points 
19-20 must come together in order to make the one 
side straight. The plan lines are dropped from ele- 
vation II and then lengths are picked from end taper 
between II’ and III’ which gives the plan view. Join 
these points with triangles, and then determine their 
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true lengths as in diagram. 

In developing the pattern we use these true lengths 
and the girth from true section of gore piece II and 
I of reproduced sections. The plan outlines are fore- 
shortened, otherwise the development is the same as 


all other triangulation problems. 
sis ; 


SENDS OUT CALL FOR CONVENTION. 


More than a hundred firms engaged in the sheet 
metal trade of Pennsylvania have signed the circular 
letter calling for the convention which is to be held 
Thursday, January 8, 1920, at the Penn-Harris Hotel, 
Harrisburg, Pennsylvania, for the purpose of organ- 
izing the Sheet Metal Contractors’ Association of 
Pennsylvania. The program, as announced by Edwin 
L. Seabrook, secretary National Association Sheet 
Metal Contractors, Philadelphia, Pennsylvania, is as 
follows: 

The Convention will convene promptly at 12 o'clock 
This hour will make it possible for Harrisburg to be 
reached from practically every portion of the State by 
leaving home the same morning. 

Greetings from the Harrisburg Local Association, 
Sheet Metal Contractors. 

“Why Organize?” Lieutenant Governor [tdward i 
Beidleman. 

Report : Committee on Temporary Organization. 

Appointment of Committees: Constitution and By- 
Laws, Permanent Organization, Resolutions. 

Address: “How to Organize a Local Association 
and Make It Profitable for its Members.” 

1 p.m. Adjournment for luncheon. 

2 p.m. Address: “Getting the Overhead Into the 
Price or Contract.” This address will be demonstrat- 
ed by practical figures. 
cussing this subject. 

3 p.m. Reports: Committee on Constitution and 
sy-Laws: Permanent Organization and Election of 
Officers; Resolutions. 


Time will be given for dis- 


After the disposal of the business of organization, 
the Question Box will be opened and ample opportu- 
nity given for all to express themselves regarding trade 
conditions, how the organization can be useful to its 


members, and a general exchange of ideas. This fea- 
ture will be practical, educational and profitable. 


oe 


SET OF NEW CATALOGUES ISSUED BY 
MANUFACTURERS CONTAINS MUCH 
USEFUL INFORMATION. 


Merchant and Evans Company, Philadelphia, l’enn 
sylvania, manufacturers of sheet metal products and 
supplies, has recently issued some new circulars and 
catalogues pertaining to its line of goods. A catalogue 
depicting the “Star” Ventilator, manufactured by The 
Merchant and Evans Company, contains many inter- 
esting details on the subject of ventilation. There 
are photographs in this circular of “Star” Ventila- 
tors installed on the United States Food Administra- 
tion Building Number 2, at Washington, D. C. The 
line of “Star’’ Ventilators is completely illustrated in 
the booklet published by the Merchant and Evans 


Company. Several of the circulars recently issued by 
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this company contain the description of varied lines 
of roofing materials. Then there is an entire booklet 
devoted to Evans “Almetl” Fire Doors and Shutters. 
Diagrams and illustrations make this catalogue in- 
teresting throughout. An extensive list of some of 
the users of these products is given in this booklet. 
The Merchant and Evans Company sets forth the dis- 
patch with which orders sent to them are filled. They 
give as a reason the advantageous situation of their 
branches throughout the country. The Merchant and 
vans Company has branches in the following cities: 
New York City, Baltimore, Maryland, Atlanta, 
Georgia, Cleveland, Ohio, Wheeling, West Virginia, 
Chicago, Illinois, St. Louis, Missouri, and Kansas City, 
Missouri. A letter sent to The Merchant and Evans 
Company, Philadelphia, Pennsylvania, inquiring for 
a complete set of catalogues and circulars will be 
promptly answered. 
inniinipeinijiiitiens 

SECURES PATENT FOR ELECTRICALLY 
HEATED INSTRUMENT. 


Under number 1,324,969, United States 


rights have been granted to Frank Kuhn, Jay A. 
Hand, and Jules G. Spiess, Detroit, Michigan, assign- 


patent 


ors to American Electrical Heater Company, Detroit, 
Michigan, a corporation of Michigan, for an elec- 
trically heated instrument, the principle of which can 


be applied to soldering irons, described herewith: 


4 


The combination with a heated tool 
and a handle, of a connection between 
said tool and handle, comprising a shank 
extending from the handle into proxim- 
ity to the tool but spaced therefrom, a 
sleeve connected to the tool, surrounding 
and spaced from said shank and extend- 
ing into proximity to the handle, and a 
second sleeve in the space between said 
shank and first-mentioned sleeve, having 
its outer end connected to the shank and 





its inner end connected to said first-mentioned sleeve. 


-o- ee 


ISSUES INFORMATIVE FOLDER ABOUT 
SOLDERING FURNACES. 

Charles A. Hones, Incorporated, manufacturer of 
tinner’s furnaces, brooklyn, New York, has recently 
issued an interesting folder depicting the line of Buz 
zer Automatic Blast Gas Appliances. Illustrated in 
the folder are various types of soldering furnaces and 
Sheet meta! 


blast torches. The prices are also stated 


contractors desiring to look over an unusual line of 
tinners’ and sheet metal workers’ furnaces should 
send to Charles A. Hones, Incorporated, g1 Nobl 


Street, Brooklyn, New York, for a copy of the folder 
mentioned. 


ee 


MAKES SUCCESSFUL BUSINESS MAN. 


There is lots of opportunity for the dependabl 


clerk. 


ness man. 


He makes, in the long run, the successful busi 
The clerk who is punctual to the minute, 
who does what he 1s told to do, who learns to do what 
the sort 


he ought to do without waiting to be told, 1 


of clerk 


1 1 


for whom merchants are looking 








36 AMERICAN 


STRAIGHT BRANCH INTERSECTING A 
TAPERING PIPE AT AN ANGLE. 


By G. L. Gray. 

This problem is used very frequently in exhaust, 
ventilation and indirect heating, the straight branch 
being placed on a line with side of the taper so as to 
lie close to side wall or ceiling. 

First draw half plan of large end of taper, also a 
plan of the straight pipe intersecting taper; space 
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T square parallel with line R and draw lines from all] 
points on line Q, intersecting lines of corresponding 
numbers. 

A line drawn through these intersecting points will 
give the miter line of side view. Draw stretchout line 
for straight pipe and place T square parallel with 
line Q. 

Draw lines from all points on miter line to corre- 
sponding lines in stretchout. A line drawn through 
these intersecting points will give the required pattern. 
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Straight Branch Intersecting a Tapering Pipe at an Angle and Off Center. 


plan M into a convenient number of equal spaces and 
from each of these spaces draw lines intersecting half 
plan N. From ¥% plan draw a side placing 
straight branch at the required angle. 


view 
Place T square at right angles to line S; draw 
lines from all points A to I intersecting line O, and 
from these points draw !ines to radius point P. Place 


lor pattern of hole, take spaces from sweep N of 
half plan A to 1; place them as shown and draw lines 
to radius point P. 


= - 





Don’t pay too much attention to the sensations of 
newspaper politicians ; editors don’t love the people as 
much as they love circulation—Ed Howe. 








AMERICAN 


January 3, 1920. 


DEFINES SELLING UNITS OF STEEL AND 
IRON PRODUCTS. 


—_—_—_—— 


The selling units of finished steel and its products 
are not thoroughly known among those not intimately 
connected with the trade. Sometimes the conceptions 
concerning the manner in which the various metals 
are purchased are erroneous. The sheet metal con- 
tractor should have a well-defined knowledge of the 
units in which metals are sold. It is part and parcel 
of business knowledge. A clear exposition of this 
subject is given herewith, taken from the Steel and 
Metal Digest: 

Asked off hand by what measurement steel prod- 
ucts are sold many would say “by the pound,” but 
that is not true of all stages of the operation of buy- 
ing and selling the major portion of the finished steel 
that passes through the market. Prices, it is true, 
are usually in cents and decimals per pound, or the 
equivalent, dollars and cents per 100 pounds, but open 
contracts are usually made per ton. The most im- 
portant exception is that when the actual order is 
placed, much of the material bought is specified by 
dimensions and number of pieces, the invoicing being 
done by weight. 

For instance, when one is buying 15-inch beams 
weighing 50 pounds per foot he does not order so 
many pounds or tons of the beams, he orders so many 
beams of a specified length. The mill is allowed a 
deviation in weight either way of 2% per cent, so that 
such a beam when shipped may weigh anything be- 
tween 4834 pounds and 514 pounds per foot. The 
actual weight of the beams as shipped is invoiced, at 
the pound price involved in the original sale. Plates, 
again, are usually ordered by size and number, the in- 
voice weight being the exact weight of the material 
shipped. Permissible variations in weight of plates 
are complicated, varying according to size, from 24% 
per cent up, and in some instances the variation above 
is greater than the variation below. While structural 
shapes and plates are usually ordered to size, merchant 
bars are more commonly ordered simply by weight 

Obviously such materials as pipe and sheets would 
not be ordered by weight, but there is a difference 
hetween these commodities, in that pipe is usually in- 
voiced by length while sheets are usually invoiced by 


weight. Pipe is not priced by weight, but by length, 
there being list prices for the different sizes of pipe, 


The list 


prices are so set, for standard weight pipe, extra 


the quoted price being a discount from list. 


strong pipe, double extra strong pipe, line pipe, etc.. 
that the list price is equal to approximately 10 cents 
per pound, against the nominal weight, but in actual 
weight a variation of 5 per cent, occasionally more, is 
allowed from the nominal weight as given in the 
standard tables. 

Naturally steel sheets are usually ordered by size 
and number of pieces, rather than by the total weight 
the item would make. When the material is invoiced, 
however, the actual weight shipped is taken, at the 
sale price per pound. In connection with the standard 
sheet gauge, a not altogether uncommon misapprehen- 
sion may be corrected. The basis of the sheet gauge 


‘ 





ARTISAN AND HARDWARE RECORD 37 


is weight, not thickness, and the whole system is es- 
tablished by act of Congress, passed in the early 
eighteen-nineties. Not only is the gauge a precise 
weight, in ounces per square foot, but the differences 
between gauges are in whole ounces or simple frac- 
tions of an ounce. The usual market standard for 
black sheets is 28 gauge, that being the gauge quoted 
upon, with differentials in decimals of a cent for 
above and below. This gauge weighs 10 
ounces per square foot. Between 26 and 31 gauges 
the difference is one ounce per gauge. Between 31 
and 36 the difference per gauge is a half ounce and 
between 36 and 38 the difference is a quarter ounce. 
Thus there is much more difference between 30 and 
31 gauge than between 31 and 32. 
the differences are greater than one ounce, whereby 
No, O gauge is 200 ounces per square foot. 

If steel weighed exactly 480 pounds per cubic foot 
No. 24 gauge, a convenient gauge for the illustration 
since it weighs 16 ounces or one pound per square foot, 
would be exactly 1-40th or .025 inch thick. A con- 
stant frequently used for computing weight of steel 
is .2833 pound per cubic inch or 489.6 pounds per 
cubic foot. The “approximate thicknesses” frequently 
printed in tables of the sheet gauge are usually based 
on the assumption that steel weighs exactly 480 
pounds per cubic foot. Hence if a steel sheet is rolled 
accurately to weight it will be a trifle thinner than the 
dimension stated in the table, while if it is ordered 
to thickness it will weigh slightly more than the weight 
stated for the thickness. 


gauges 


Below 26 gauge 


Nails are bought and sold by the keg, and there is” 
no occasion for a “permissible variation” as there is 
with beams, plates, etc., since exact weight can be 
made. One hundred pounds of nails are put in a 
keg and then the keg is headed. 

Tin plate differs from all the materials considered 
above in that it is not priced, sold or invoiced by 
weight. The matter of weight does not enter at all, 
except as an item in the specification indicating the 
thickness, or what might be regarded as the gauge. 
The standard of quantity for tin plate is the “base 
box” which is 31,360 square inches of area. Long 
ago a standard size of 14x20 inches was adopted for 
tin plate, and 112 sheets were packed in a box, per- 
haps by the sheets then weighing one pound apiece 
and 112 pounds being a hundred weight, and _ this 
makes 31,360 square inches of area. Subsequently 
the weight became 108 pounds, and American practice 
there are lighter 


has made it 107 pounds, while 


weights, 100 pounds, 95 pounds, go pounds, ete. The 
108-pound weight having been called I. C. (which 


may stand for “iron common” or for something else 
there has been a controversy over the origin) there 
was established IX, IX X, etc., also [XI., the “TL.” evi 


dently meaning light. These weights mean the weight 


of 112 sheets 14x20 inches, or 31,360 square inches of 


the thickness or weight desired. The actual area in 


a “case.” which is the invoice term for the wooden 


box containing tin plate depends on the size and num 


ber of sheets, and a “ratio book” is used to determine 


the number of base boxes in the number of cases 


shipped, the base boxes being at the price at which 


the tin plate was sold 
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PATTERNS FOR END CENTER BOOT. 


By O. W. Korue. 

Replying to the pattern wanted by a tinner of Ida 
Grove, Iowa, will say that different localities have dif- 
ferent names for various fittings. So the mere men- 
tion of an End Center Boot does not mean anything. 

If correspondents would give their name and ad- 
dress, a person could correspond with them when cer- 
tain points are not quite clear. But just to sign him- 
self a Subscriber or Tinner, really means nothing. 
Too often it leaves the impression such correspond- 
ents do not wish others to find out that they are ask- 


ing for help. 1 would like all inquirers for help in 
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section. Pick true length A-1 from diagram, and, 
using A-A in patttern as center, strike and cross arcs 
as in point 1. Now set compass to suit one of the 
divisions in the half circle, and, using 1 in pattern 
as center, strike small arcs as at 2. Next pick true 
length A-2 from diagram, and, using A-A as center 
in pattern, cross arcs in points 2. Then strike arcs 
3 using 2 as center, and cross these with lines A-3. 
Repeats this process until points 6-6 and 7-7 are 
established. Then observe the point x of elevation 
shows the distance the rectangle collar sets down over 
the convexed part. Set this point x from semicircle 
and set in pattern between points 6 and E, and draw 


lines to point A. This gives the position for drawing 
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Pattern for End Center Boot. 


these columns to state clearly what they wish, and 
if they are unable to do this in word and sketch at 
least to include their name and address. 

And so it is with the warm air heater boot. Not 
knowing just what is wanted, I have prepared a draw- 
ing which I might call an End Center Boot. And still 
that name might be applied with justice to a half a 
lozen other designs, when just given word pictures 

So first draw the side elevation as you wish it to 
Describe the half circle and treat in equal 
From 


ippear. 
spaces and square lines to the base line 1-7. 
there draw the triangular lines to the corner A. Next 
draw the half section A-B-C-D to suit the size of 
wall stack. 

With dividers pick the triangular lines from ele- 
vation and set them on the base line B-7, always stop- 
ping over from point B. Next erect lines from these 
new points, and make them equal to those sectional 
lines in the semi-circle. This gives points 1-2-3-4-5-6- 

Join lines with these pointssto A and we have the 
true lengths of the surface lines. 

To set out the pattern, draw any line as A-A equal 

o the width of stack or twice A-B in this case from 


line A-D and enables drawing the flange collar for 
rectangle. 

The fore end piece can be cut to suit the height 
of collar and the curvature of boot in that point. The 
collar for the round end can be edged and seamed to 
the boot as shown. 


eo 


DESCRIBES MANY BENDING BRAKES IN 
NEW CATALOGUE. 


A catalogue which is said to be the most complete 
ever issued on bending brakes has been published by 
the Dreis and Krump Manufacturing Company, Chi- 
cago, Illinois, and is ready for distribution. It is un- 
usually neat in arrangement and clear in text. An 
interesting and enlightening description of the evolu- 
tion of Chicago Steel Bending Brakes manufactured 
by the Deis and Krump Manufacturing Company, 
their capabilities, etc., are outlined in the catalogue. 
An explanation of how these brakes are operated is 
given in a manner understandable to all. The most 
general sizes of brakes which are in use are illus- 
trated and described in catalogue Number 19 of the 
Dreis and Krump Manufacturing Company. A few 


4 
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sketches on how to form a steel box from one piec= 
with the aid of the Chicago Steel Box and Pan Brake 
is contained in this catalogue. Also a synopsis of the 
bending length size of each of the brakes listed in the 
catalogue is set forth in tabulated form. In the back 
part of the catalogue is an announcement pertaining 
to “Special Brakes.” The Dreis and Krump Manu- 
facturing Company declares that the machines de- 
scribed in its catalogue can be reconstructed or mod- 
ified to meet the requirements of practically any class 
of bending. For a copy of this interesting catalogue 
write to the Dreis and Krump Manufacturing Com- 
pany, 2915 South Halsted Street, Chicago, Illinois, 
and inquire for Catalogue Number 19. 


—s 


ASKS WAY TO CUT OFFSET ELBOW. 





To AMERICAN ARTISAN AND HARDWARE REcorRD: 
I send you herewith drawing of an offset elbow 
which has a straight base and top sections and tapered 


} 























Diagram of Problem for Offset Elbow. 


in the center, or a tapered offset elbow all the way 
through. I should like to know the shortest method 
of cutting and would appreciate patterns and direc- 
tions for the two types of offset elbows. 

A. NOVALENSKY. 


IQIY. 


Yours truly, 
Winnipeg, Canada, December 22, 


= = 


SATISFIED USERS PROMOTE SALES. 





Satisfied users, says The W. J. Burton Company, 
Detroit, Michigan, are the most efficient salesmen. The 
products manufactured by this company are skylights, 
fireproof windows, East Lake metal shingles, and pre- 
pared asphalt roofings. Only the best metal obtainable 
for skylights, is used in their manufacture, declares 
The W. J. Burton Company. All details are accurately 
executed. The workmanship is said to meet the re- 
quirements of the most exacting. In the manufacture 
of its fireproof windows, it is guided by its extensive 
experience in the manufacture of these products. 
Specifications are strictly complied with, and all small 
matters are taken into consideration as well as are the 
most important details. A catalogue describing the 
various products of its make can be obtained by ad- 
dressing The W. J. Burton Company, 436 Penobscot 
Building, Junction and Federal Street, Detroit, 
Michigan. 
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TEST OF ABILITY IS SHOWN BY THE 
MANNER IN WHICH YOU WORK. 


The test of ability doesn’t lie in holding a good 
hand, but in playing a poor hand well. Some mer 
are born with better faculties than others. But this 
does not insure success for them. In fact, it may 
hinder their gaining a set object. As in the fable of 
the Hare and the Tortoise, the one with a good hand 
might think he has the game won and fall asleep on 
the job. While the man with a poor hand who is wel 
aware of his shortcomings reaches the goal first. 


cee - 


NOTES AND QUERIES. 


Burners, 
From O. E. Ebert, 75 River Heights, Mason City, Iowa. 

Where can burners be purchased, made by E. Miller 
and Company? They burn without a chimney and are 
used for heating purposes. 

Ans.: FE. Miller and Company, Meriden, Connecti- 
cut. 

Copper Glue Kettles. 
from Decker Brothers, 908 Lincoln Way, LaPorte, Indiana 

Kindly inform us where we can buy copper glue ket 
tles with jackets to be heated by steam. 

Ans.: Advance Machinery Company, 547 Wes! 
Washington Street, Chicago, Illinois; Pittsburgh Wa 
ter Heater Company, Columbia Bank Building, Pitts 
burgh, Pennsylvania; J. T. Towsley Manufacturing 
Company, Cincinnati, Ohio, and Weatherly Company 
Grand Rapids, Michigan. 

Machine for Filing Hand Saws. 
From Hagen and McCormac, 211 Main Street, Ames, lowa 

Kindly advise where we can obtain a machine for 
filing hand saws. 

Ans.: Hanchett Swage Works, Big Rapids, Michi 
gan, and Keil-Dedlow Manufacturing Company, Plain 
view, Nebraska. 

McCrown Hot Water Heater 
rom Fred MclInturf, Mendota, Illinois. 

Can you tell me where the McCrown hot water hea 
er is made. 

\ns.: March Brombach Stove Company, Pottstown 
l’ennsylvania 

Cork Carpets. 
‘rom Goedecke and Jones, Knapp, Wisconsin. 

Please inform us where we can get cork carpets 

\ns.: O. W. Richardson and Company, 125 Sout} 
Wabash Avenue, Chicago, [Ilinois. 

Batavia Automatic Rifle. 


krom McQuesten Hardware Company, 123-125 West Secon: 
Street, Muscatine, lowa. 
We would like to know the name of the manufac 
turer of the Batavia automatic rifle, twenty-two cali 


ber, model one. 


\ns.: Baker Gun Company, Batavia, New York 
Air Meter. 
From W. Rienstrom, 6940 Kimbark Avenue, Chicage 


Illinois. 

Where can | buy an air meter used in testing pipes 
and ventilators ? 

Ans.—Chicago Engineer Supply Company, 68 West 
Lake Street, Chicago, Illinois; Gseneral Ilectric Com 
pany, 53 West Jackson Street. Chicago, and Pitts 
burgh Gage and Supply Company. 3oth and Libert 


\venue, Pittsburgh, Pennsylvania 
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LEADING STEEL MANUFACTURERS DO 
NOT FAVOR INCREASE IN PRICES. 


Although demand for steel is so urgent that buyers 
are willing to pay more than current prices for it in 
many cases, the leading steel manufacturers are in 
favor of maintaining the schedule of prices adopted on 
March 21 last, basing their argument on the fact that 
the cost of producing has not advanced since that time 
and that the present shortage represents an artificial 
condition resulting from harmful influences such as 
the steel workers’ strike and the coal strike, and con- 
sequent.y there is no reason why the consumer should 
be penalized by higher prices for something that was 
not his fault and does not benefit him. 

This line of reasoning adheres strictly to the prin- 
ciples of economic justice, but is not followed unani- 
mously in the trade. 

Smaller mills are charging all that the traffic will 
bear and are reaping a harvest in premiums because 
of the acute needs of some of the consumers. Sheets 
and plates are meeting with a tremendous demand and 
it is generally reported that sheet business for the first 
quarter of 1920 will be placed at a premium, but that 
second quarter business will adhere to the schedule 
basis. In this connection it is reported that not one of 
the subsidiaries of the leading interest has sold any 
steel above the schedule basis so far. 

Production in the Pittsburgh district, in common 
with other steel centers, has shown little improvement 
during the past week. The labor question is still a 
thorn in the side of producers, as production per man 
is below normal, and the recent steel strike drove large 
numbers of men from the steel trade altogether, while 
the change in working conditions in many instances 
and the drifting tendency of some of the men has 
made for more confusion and less production. 

The question of the return of the railways to private 
ownership having been definitely settled, the trade is 
looking for large volumes of actual rail business in the 
very near future as some heavy tentative orders had 
already been placed and the roads have been “feeling” 
the market for months with a view to placing large 
contracts for rails and other products when return 
was assured. 

The handling of all of this business will bring an- 
other huge problem to the industry as the leading mills 
are unable to cope with the enormous pressure of or- 
ders now placed, or hanging over the market, and 
while many of the rail mills were idle, these have been 
turned to other uses so that there has been no lost mo- 
tion save that occasioned by the labor troubles. 

STEEL. 

With the opening of the new year, manufacturers 

of steel face an enormous carry-over of orders that 


“ uation. 


should have been out of the way. This is due for the 
most part to the strike of the steel workers which 
started in September and has never been wholly set- 
fled, although the bulk of the workers are reported to 
be back at work. The coal strike also played its part 
in the delay, as the restriction of fuel meant numerous 
shut-downs, and while this did not last as long as had 
been feared, the loss in production was very serious. 

This tie-up has come at a very unfortunate time for 
the mills and for the country at large, as the country 
is struggling to catch up with its construction program, 
sidetracked for the past few years by war necessities 
and every delay in the production of steel has meant 
a corresponding delay in deliveries to consumers. For 
instance, the oil drilling industry is suffering from a 
lack of sufficient weld pipe; the automobile industry 
is hard put to it to obtain sufficient stock to go ahead 
and there are many similar cases. Again, the railways 
will soon be in the market for steel as it has been an- 
nounced that the roads will be returned to private 
ownership on March 1, and it is probable that orders 
will soon be placed dating from that time. 


COPPER. 

Every movement of the copper market points to 
further improvement in the red metal, and the outlook 
is regarded as more cheerful. lroducers have the sit- 
uation well in hand since the elimination of the specu- 
lative element, and prices are holding remarkably well 
in a dull market, which generally obtains at this sea- 
son. December buying exceeded the expectations of 
producers, the total tonnage sold being the largest for 
any month last year. 

With smelter output materially decreased on ac- 
count of the coal shortage, the surplus in the hands of 
the producers will be reduced, and if the long expected 
lkuropean demand materializes soon a larger produc- 
tion would soon be necessary. 

Unsold stocks of copper in this country are placed 
by one of the largest interests in the business at be- 
tween 400,000,000 and 450,000,000 pounds. He is 
quoted in the oston News Bureau as follows: 

“We are on our way toward a very much better sit- 
I have a very confident belief that we have 
seen the bottom, and that 1920 is going to be a good 
copper year. 

“Production has been kept down within reasonable 
limits, while home consumption today is greater than 
cver before in our history. I place the domestic con- 
sumption at between 140,000,000 pounds and 150,000,- 
000 pounds per month. 

“] would not go so far as to say that we are entirely 
out of the woods; we still may have a few troubles. 
hut we are encouraged by the fact that we are rapidls 
turning into money, or will when deliveries on recent 
seles have been made, a large part of the copper that 
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we have been carrying. We still have plenty of copper 
to go around, but we are eating into the surplus in 
lively fashion.” 

Prices for copper sheet in the Chicago market are 
quoted at 28% cents per pound. 


TIN. 
lluctuating prices have characterized the tin market 
during the past two weeks. The market was alter 
nately strong or easier, under daily impetus received 
trom London and Singapore. Sterling exchange was 
closely watched and it determined during the close of 
the week the easier tone in New York. The speculat- 
ive trend of the metal abroad still points upward and 
the Singapore price c. i. f. London was marked up for 
the week £9, reaching the new high of £330 per ton. 
Straits spot in New York varied about one cent per 
pound. There is a fair supply of tin available on this 
side, arrivals during December amounting to 4,928 
tons; 3,275 tons remain afloat. Good buying is still 
noted, as present prices are low if compared with the 


former fixed price of 72 cents. 


LEAD. 

The lead market still shows the trend toward higher 
prices. Producers are sold up for January shipment 
and stocks of lead in outside hands are very limited. 
The fact that the leading interest is holding its price 
at 7.15 cents ought to have a sobering effect on the 
market, but that is not the case at present. The ap- 
parent scarcity of supplies has caused a sort of a buy- 
ers’ panic, and there is no doubt that they are attempt- 
ing to cover more than they would if the situation was 
normal. It is the old story of wanting what you can 
not get. The outlook indicates a tight market for sev- 
eral weeks, and then with increased production becom- 
ing available the situation ought to right itself. 


SOLDER. 

The quotations ruling the Chicago market for solder 
are as follows: Warranted, 50-50, per pound, 35.50 
cents; Commercial, 45-55, per pound, 33.10 cents; 
Plumbers’ per pound, 30.75 cents. 


ZINC. 

The firm tone of the zinc market continues. 
January, February and March, 8.65 cents St. Louis 
basis, has been paid for shipment from West of the 
Mississippi, and there are no further offerings of 
metal at this price at the moment.- For December 
shipment from west of river, 8.75 cents East St. Louis 
basis was paid, this position commanding a premium 
on account of scarcity caused by the active buying in 
- anticipation of the freight advance. 


For 


Sterling exchange being weaker, has in the absence 
of London prices for zinc, caused a slackening of ex- 
port bidding. There is, however, a fairly good inquiry 
from domestic sources, mainly for early shipment, and 
the prospects seem to be for much more domestic ac- 
tivity with the new year. 

There have been various lots of Government zinc 
offered for quick resale at Atlantic ports low enough 
to offset the higher ocean freights as compared with 
those from Gulf ports, and these have found ready 
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sale in consequence, in some instances the price being 
about the same as the East St. Louis price. 


‘ TIN PLATES. 

There has been no considerable improvement in the 
tin plate situation. Resumption of operations is hand- 
icapped to some extent by the prevailing shortage of 
supplies. 

In Chicago market, first quality bright tin plates 
[C, 14x20, are quoted at $13.50 per box of 112 sheets 


and other, gages and sizes at corresponding figures. 


SHEETS. 

Galvanized corrugated sheets are almost unobtain 
able, while galvanized sheets can be had for early de- 
livery only at a considerable premium over current 
No lessening is noticed in the demand 
Blue annealed 


market prices. 
for light-gage black and galvanized. 
sales to western consumers have decreased consider- 
ably. Shipments of this grade especially in 12 gage or 
heavier, to eastern points also are light. 

Waster and cutdown sheets are difficult to find. In 
some cases they are commanding a price higher than 
that quoted for prime stock. Consumers, finding it al- 
most impossible to locate first grade sheets, have be- 
come heavy buyers of defective stock and as a result a 
strong market has been created in this direction. A 
bid of 5.90 cents for galvanized wasters was made re- 
cently but failed to uncover any tonnage. 


OLD METALS. 

Wholesale quotations in the Chicago district which 
may be considered nominal are as follows: Old steel 
axles, $30.00 to $31.00; old iron axles, $32.50 to 
$33.50; steel springs, $21.50 to $22.50; No. 1 wrought 
iron, $22.50 to $23.50; No. 1 cast, $29.50 to $30.50, 
all net tons. Prices for non-ferrous metals are as fol- 
lows, per pound: Light copper, 14 cents; light brass, 


Q cents; lead, 5% cents; zinc, 544 cents; cast alu- 
minum, 24% cents. 
PIG IRON. 


Selling of pig iron has been in light volume relative- 
ly, but the demand still is broad and active. Nothing 
is offered for prompt shipment, little for first quarter 
and less for the second quarter of 1920. While South- 
ern interests have not sold ont their entire capacity, 
they are endeavoring to determine production costs for 
this year before opening their books for disposal of 
their remaining tonnage. 

Consumers are eager to obtain deliveries on 
tracts, as producers are far behind shipments 


con 
The 
coal situation is clearing up, but several furnaces are 
still out of blast. 

According to the market report of Rogers, lsrown 
and Company, inquiry for pig iron and ferro alloys 
continues active in practically every district and bust- 
ness is being done at each advanced level. The scarcity 
for first half, particularly in the foundry grades, is a 
reality and buyers are beginning to think ahead to the 
last half of 1920. Some sizable tonnages have been 
placed for that delivery at current price, but there is 
no tendency on the part of the furnace men to pus! 


sales. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 
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ARTE PREIS PE per 100lbs. 7 SO]; eR. Orange, Extra Sporting “ No. 33.... “ 45 00 4 ark’s | OO 4 
1lb. canisters.......... 56 7 ee... * 17 oo} Steer’s | 2 Ss 00... 3% 
L. & R. Orange, Extra Sportin 3 No. 50....  * 48 00 I Cc roe Loe wee td 5% 
i Ib. canteen po g 32 “ No.55.... * 45 00 iewin ye . , STrerrocrerTe 35% 
KEYSTONE HAMMERED |_|. _ 220: Ccamisters.......... “ No. 60.... “ 42 00 ord's Ip uger pattern 
L. & R. Orange, Extra Sporting Wictacanedenecaee List plus 5% 
POLISHED STEEL. 4-lb. canisters.......... 22| Post Hole. OS RE CURE eere ee mete 10% 
20-26 .....++0..+4.per 100Ibs. $9 Bs | Heroulen Tis ne "Tnlallble” sso] Vanna nee snd Well, 5 20% 
SES cece eeeeeeee per 100lbs, 9 35 Hercules ‘‘E. C.,” kegs... weecee 22 50 Ship Countersink. 
Hercules “‘E. C.,’’ 4-kegs....... 11 25 a oe : : a = Wheeler’s ....per doz. $2 25 
Hercules “Infallible,” 25 can Ford's, with or without screw, Net list _ 3 00 
BAR SOLDER. _ RRR Sp 22 00 AWLS. American Snailhead. ~~ 1 7s 
Hercules “Infallible,” 10 can Brad. » wom . t2 
Warranted, 50-50....... per Ib. 35.50c rum. sees seer eeeees 9 00} No. 3 Handled....... per doz. $0 65} Mahew's Flat...... “ 1 60 
Commercial, 45-55. ..... “ 33.10c | ITercules “E. C.,’* 4-kegs....... 5 75 No. 1050 Handled. . 1 40 - ivcsece 7 1 90 
PO sidctdcccncses * — 30.75¢ | Lercules“*E.C.” and“Infallible’’ Shouldered, assorted 1 to 4, 
MIN: Saneeesciaces cs 100] piss aent'd' i'bc Ce 0 4 be Dowel. 
Ilercules W. A. .30 Cal. Rifle, : ‘ Russell Jennings............-- 18% 
Ss on dennedsocses 1 25\ Barness. 
ZINC, Ilercules Lightning Rifle, Common “ 1 05 
; eee i - pepebenmenedme SE _— 
In elabs...... Coccccccccccsecces 10c|TIercules Sharpshooter Rifle, 7 60 | Giate 
nea 1 25 | Peg. Standard Double a $1 10—$1 60 
Hercules Unique Rifle, canisters 1 50] Shouldered.......... Me 1 60 ; _ 8 
SHEET ZINC. Hercules Bullesye Revolver, Patented....... . ae 75 COU. 5 ccc sceccees Doz. 1 80 
INNS Ao ancora wlecaaesecee 13 ¢ spat a i. ey . Reamer. 
Less than cask lots......... 134-13$c ANVILS. No. B44 Gomdell Prot: Per dos. 2 50) standard Square........ Doz. 2 50 
quaaien. = - = el teens otc a a neitts less peusesendéacs 35-40% | American Octagon... ‘! 2 50 
9 OF WO LOU 10S. ee ° a, 7 tan ey “ 2 25 
COPPER. ASBESTOS. AXES. Screw Driver. 
Board and Paper, upto 1/16” 17c per Ib. Boys" Handled. No. 1 Common...... 40 
Copper Sheet, base.............. 28$c Thicker ...... 18c perlb.| Niagara........... on 12 50 No. 26 Senay civeae 75 
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patios, BLADES SAW (See Polish) | Weil. 
bd 2 ' Om. Wrought Iron Riveted $8 00 
Standard, EET," © doz. 
ssectnehbonshee <7 ese al... above 
Star. = ee! ee eee Tinners’ Iron Burrs only... een 30% 
Hack. 
= (ntdssabueekacsbaed we BUTTS. 
el DN . 0 0k0000000s6useege 7 
Weed. Wrought Brass (New List)..:.-Pius5 
Nos a an ee 
eeecesecoos TOUg) teel, Japan et prices 
$8 00 50 00 
Atkins 5 6 
Ce $3 8s <. $475 CALIPERS. 
ON fo it ene mes eae Nets 
Inside and Outside............-. n 
PR cadetnssbectcnbenecescees as 
BLOCKS. 
Snatch. 
Ps bac edeseesaeesnt Plus 10% CALKS. 
Tackle. Logger’s Boot. 
Iron Strapped............ Plus 10% (Lufkin R. Co.'s), per M...... $7 00 
Toe. 
Blunt ak aoten. 1 prong, os 
“| te ie: 
hes BOARDS. Sharp, 1 prong, per 100 lbs... 6 50 
Wabash Crystal......... Net Prices 
abash Oriental......... re CANS. 
Wabash Mosaic......... = Milk. 
Wabash Delft . epee - Elgin 
Wabash Art Inlay. . ‘Gale a oe . 0. 
Wash, Towa Pattern. 
No. 760, Banner Globe, single) | eee 5 8 10 
eee perdoz.$5 25 ach.......$4 00 $5 15 $5 15 
No. 652, Banner Globe, Veingle) 
se dae” Bene eae * per doz. 6 4 
o. rass King 
No. 860, Single—Plein Pump 6 25 CAN OPENERS. 
See Openers. 
BOBS, PLUMB. CAPS, GUN. 
No, 1 16, Stearns’ Hexagon all See Ammunition. 
pi aie saat per gross $60 00 
Not: 17, Stearns’ Hexagon all 
Co ccewses+edcuvesawes 75 00 CARPET STRETCHERS. 
See Stretchers. 
BOLTS. CARRIERS. 
Hay. 


Carriage, Machine, etc. 


Carriage, jx6 and sizes smaller. Diamond, Regular... -each ° Ne ts 
= re 45-5% Diamond, Sling....... + . 
Carriage, sizes larger and longer 
iiwcah xebedse a % CARTRIDGES. 
Machine, jx4 and sizes smaller ae 
SD, i<ceanedéeuns 50-5% |See Ammunition. 
Machine, sizes larger and long- 
SP Pax caveeesscnend 40-5% 
SER s54dnecbencustaaianee 5% 
bibs wigdwenensanesetaade 60% 
Mortise, Door. CASTERS. 
Gem, iron eee eres eeeseeesesese 33 Stand d—B ll B . 50& 0 
Gem, bronze plated........... 5% an SP DOREB + 0 000 10% 
Barrel. Dit «. ssvieiekéevbeeenesneenen 55% 
NE it ie eeenemenniael Nets 
, RARER Lappe staian bats: **  |Common Plate 
Wrought, bronzed............ ; Brass Wheel..........sss00. 15% 
Flush. Iron and porcelain wheels, new 
Wrought......-ccccccccccces ete iitccckneccddanawednnas 50% 
Spring Philadelphia Plate, new list... .50% 
Dn. 6rseadenensaanenes e Masta D, oc ccceccccccvcccese 40% 
Wrought, DN. ¢énesedousas . = 
Square. 
PE iiteccdeceunnnene coe RR 
CATCHERS, GRASS. 
BORERS. Sie: DE I 5c o coeseece $12 25 
Aneulor. a i o 14 01 
Miller’s Falls....... per doz. $23 00 
Sill borers, No. 51... “ 34 00 
- ” 3 Bees il 39 50 
Bung. Doz. 
see ap Op ."8 ao i 3. " 10% CEMENT, FURNACE. 
.-10 
° |American Seal, 5lb. cans, net $0 45 
** 101b. cans, §° 90 
_ “6 “ 8 -251b.cans, 2 87 
Mail, No........ 4 Pecora, 5b. cans........ ¥4 45 
ead doz eeccce ‘2 00 2300 29 190 e 10 lb. I ee 90 
Mitre. *¢ 625 Ib. cans....... cc t& 
S Ee ae Net Prices 
Stearns, “We. Risen per doz. $30 00 
BRACES. 
Fray’ s Genuine Spofford’s. 208s CHAIN AND CHAINS. 
me NovO060.252005022.5 558 00 [Breast Chains 
Doubleslack...... doz, pairs, $8 50 
BRACKETS. With CovertSnaps  “ 5 80 
Hay Rack. With Slide...... e 2 5 00 
Wenzelmann’s No. 1 ,per doz. $18 eo Without Slide.... “ 4 60 
“a neparnes — _ — 19 20|Cable Coil Chains 
Shelf. Ee 1 1 
NS 6 sic sicaccieseesd 40% Per 100/bs....... 775 750 7 50 
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Picture Chains. Sow filers, 
‘ Wentworth's, No. 1, $12.50; No. 2, 
Light Brass, 3 ft..... per dos. $1 25 $18.25. No.3. $16.25, 
Heavy Brass,3 ft.... % 175 
; . CLAWS, TACK. 
Safety Chain. Wood hdl. No. 10...... . $0 95 
PD iiaccunaeen inntnter «»++ 5% | Forged steel,wood hdle. “ $1 75 
Solid steel........... % 2 40 
i iaskivivaiceh 50 
Sash Chain. (Morton's 
Steel, per 100 ft. - 
' CLEANERS, 
Bsc cnssorseseesesess ean eee $2 50} Drain. 
Doc cncceescesecceceesecesse 3 10 Iwan's SS Se 40% 
Dictiithtnninesbebeeskséeete 3 60 Iwan's Stationary ........... 30% 
Pot. 
Champion Metal Ry ie per doz. $0 75 
Side-W. 
iivsusssbbenwbasadasseeese 5 40 m vom = : 
‘ DRBRSReNeet Repent gaat TM + 00000. per Ges., Net prices 
Pild«3 cvsedawevaencsaedues 7 75 
CLEAVERS. 
Champion Metal.-Extra Heavy Family, F 
se0sesenes dcbbvenbecess 9 50 Beatty’s,inch 7 ~ 9 10’ 
Per doz. .$2700 2900 3300 36 0 
Cable Sash Chains 
Peitkacsecsnceu List Net Plus 15% CLEVISES 
I sc winti cea baukep .10c¢ Ibs 
CHALK, CARPENTERS’ 
EER eee per gro., $1 50 CLIPPERS 
RKé 4804066b60046000 sg ff) eae . $2 25&6 OK 
Ds inc eccemnaenas vie 1 45 
Common White School CLIPS. 
a Pre ” 25c¢ 
i atdbdenciksweeenakaean 65&5% 
CHARCOAL. Comper. 
eee per doz. 7% 
SS ee perbag $1.70} Troy...... 38 
Se seseacen 50¢ 
CHECKS, DOOR. 
Blount.......eeeeeesseseces: Net list CLOTH. 
Es cncnceesccesdeosscns iimery. 
CHIMNEY TOPS. os «sow Byyce 
Iwan’s Volcano. ......esseeeees: 35% | Hardware Wire Prices on 
Full rolls (100 ft.) application 
12 Mesh, galvanized - 
14 = Sa 
CHISELS. . « . ae 
Box. we 
ee 14 Screen Wire. Prices on application 
Round, per doz....... $s" 2s “ § 75] 12 mesh, painted, per 100 sq, ft... 
Flat, per doz. .....++. 725 825 
Cold, COLLARS, STOVE PIPE, 
Good quality, § in. and 
Dccehstieennewee perlb. 28c Lacquered. . 7 s 
Smaller size, per doz...........) ets} Pancy ' ee —_ 6 ° 
ancy pattern, 
Socket, Firmer per doz . BOc 8Sc $115 
ede cexeane Price on Application 
Socket, Framing 
BEttcksences » Price on Applieation racene 
Tanged, Firmer.—Barton’'s. COMPASSES 
Pe se cccccccence RING occ cvcecsvcccnccasets 1S% 
Choppers, See Cutters, Meat. 
CHUCKS, DRILL COPPER—See Metals. 
Goodell’s, for Goodell’s Screw COPPERS—Soldering. 
i re List less 35-40% 
Yankee, for Yankee Screw : ib and heavier .-per lb. 55 
| re 00 |24 Ib < SOC 
ieannde >’ ib $7 
CHURNS. 14 lb 58¢ 
1 lb. 6lc 
Anti-Bent Wood, 
oat. ee eet 5 10 
tanegeoanea ‘$3 90 4 60 4 85 
Belle, Barvel eadunGudkuedesd 65&74% CORD. 
Picture 
Cc ; 
a Dash, 5 5 WOUND PBs oc vacccccseces 70&10 
Pe Giissseccecers 17 00 19 00 — 
npson Spot. No. 7. per doz. $21. 
CLAMPS Re enoc Ne per doz. $14.4! 
Adjustable, , 
ae ee 30% . 
No. 63, Screw... List price plus 35% CORKSCREWS, 
: Valker's.. ila ?) 
Cabinet. Willi iamson's Regular 35&11°7 
Screw. .cccccece List price plus 35% | Williamson's Forged Worm 407, 
Carpenters’. 
Steel Bar....... List price plus 10% COTTER PRING 
Carriage Makers All sizes (new list) .............. 8)! 
24” poaetaSbbadace per doz. $7 00 
DT Tate eeeeeeeees ew 14 00 
8" cocccccccccsece 3 28 00 
Dl si«stewebdbatne . 46 00 COUPLINGS, HOSE. 
Quilt Frame. Brass...... per doz. $2 2: 
No. 30 Ball and Socket, 2}” 
| RR per gross $8 75 
- 50, Ball and Socket, 34” . 
Sdcassssses per gross 10 25 COVERS, WAGON —See Tents 
Hose. CRADLES. GRAIN, 


Sherman's, brass, 3-in., t doz.. 48 
Double, brass, 4-in., ” a 20 





Grapevine . .per doz. $45 0° 


Morgan's 
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CRAYONS—See Chalk. ELBOWS Pi oe 
Conductor Pipe. Pails 
CROWBARS. ‘ otis 
Pinc j Rte ttt, | eT ORR ee Pe ae eonaog 
h or Wedge Point...... per Ib. 8] «. Round Corrugated. Hub Lightning, 15 fb. 90c; 25 tb.| U.S Rolled i 
CUTTERS — Des. $1.21 each. te Bearing.........- 123% 

Glass. + a a ila Tin Cans. W. ree Oe eee ee ee eee eee) 124% 
W PERE. ccccccccccccooccecocoss * R are Tandem, No. 44...33 

ee | = SE Te Conn e 

. : j-inch... aaa: . per doz.......ssesee+--$1 75} Zwan’s Perfection 
Seenin~thee, 6 i. cccccccccccccecces +++65%] 3 the; seeeeeseeeee A % 
Bach $2.50 $4 25 53-75 | ERS per doz...++-seerereree 3 2S Pe. 4 
, Nos. 32 sizes. 5” or smaller, 

Pipe. 7 Sm EMERY, TURKISH GRINDSTONES. eth dens aan per grees. $3 60 Het 
Saunders’, No. 1 2 3 Zs ’ Family. : nrcen a 5’, " 
Bach........ .- $1 85 275 675 Size... senee eee. Dlege # kegs. Inches.. 7 .~ «ie -+ sper gross. 5 00 

Seenuahinae, Perdoe, [ewes srsseesDiege. $kegs: Ieee) Per doz..20 50 21 75 26 25 3050] Righ , 
4-knife Kraut.......... $20 00-55 00 ‘Loose - ht Angle......... sereee $0&10% 
3-knife Kraut, 8x27 in.. 13 00-18 00 | Per Sliding Folding. ...... 50% 
i DN: tpt: n0664 250 EYES. Per CON. scccce Price on application Receding SEES ORR 50% 

—.: seveeses a 4 Bright ~:~ agua Ooods, B. W oC ——  - o 

ige Drifting cocccoccoccs 60, 10&5% Bearing..... 1 2 3 Ph cckvetenesens per set 75 
DAMPERS, STOVE PIPE. = and Eye— Bach. ..c0sccce- $475 500 525 Ives’ Improved...... “ ¥ 40 
Ideal es No, 60. .per gross, $3 50 san Standard. .... “ «3-50 
ae ae $1 00 50... 1 60 so ay ——. «© ses 
Piceeeeeeeneeuenesasseress : 
ae 1 0S GUN WADS. + ngmaataaadat 408&10% 
Renae amronscMtatet: 115) FASTENERS, STORM SASH. (ive Acsmunitiond. = ipgemeetee” 25% 
Zoceteees ceeecesessereeners 22 Ll 40&10% 
Deccccseeseccererserers J J [eeaalileececcccssscers 300 GUNS. ae 
I hnson : . Po. IOs 22 + d 50% to list. 
. DIES AND STOCKS. — - ver _ — we ' With Staples—See Staples. r 
EN co ktacdeecsersees New List Delta Double Barrel, Hammerless. . Crescent EASUNSTS. 
ee Ct: a a 50% 
post Hole, DICGERS: Swiss.+++-+...+s-List plus 25% ee ls 
Eureka..... r doz. $1 TEP -cvccvesces GM Brad. se ae meammanan i —s 
Sonate Spiit Handle’ Reaccke) 450 a ae ite er )): De 74% 
+ ft. andle..... per doz. . Js oo American....... 50- 10-74% | Pes ; See Kni _— KNIVES. 
aeheiey cco ’ "i 
Iwan 'sPerfection( Atlas) wd is $0 ote y seeeee eececsovned $0-10-73% Patent, plain top..... “ 80 
aes eee pattern 18 00 ack Diamond..........+. 40&10%| Patent,leather top... % 90 HAY RACK BRACKETS 
ugers—Post Hole. Eagle ....0+.. enedeoesnue Wenzleman’s No.1 per d 
Divid ~ eevee 10-74% Sewing. per doz. sets, $18 00 
ividers, Wing.......+.eeeeeeeee 25% — Western ..... se eee-50-10-74% | Common oi Wenzleman’sNo.2 “ “™ 1920 
arma Or Bect............20007001 Petent.....<00-. Ke 24 
DOOR CHECKS—See Checks. | AMcClellan......... 75010-7489 rene 55} Blind. —— 
DOORS, SCREEN. oe ed 40&10% Clark's Gravity 
, Barton Smith...... 508 No. 1......++- d 
oy " s m Smith.....+.+++. 24% HAMMERS, HAN . .per doz. sets, $2 25 
if tenet painied......Net Prices X-F Swiss Pattern........ Net list. se NO Beereee “ow 8 $75 
-in. 3-panel, natural pine, " : per doz., net’ 
oe, * a a Blachmiths, Hand, No.0, cx i 1h Clerk ’s...... —" 
isston'’s...... eceooe neers’, No. 1,26 02........ 11 11] Hgs&Ltch, doz. 
DOOR HANGERS—See Hangers. | Heller's. . rt a tone | TarTiat Now6. 7 0s 6 oo aon ss s0 7.00 975 
eat ereeeeerereeees 2.2.2.8 Lg eee ererene 5 § 50 
sini | Machinists’, No. 1,7 0z.......+ 6 65| Latches only. 198 199 8 00 

Blacksmiths’ Twist. (New Li Barley. oe. — ’ . Screen Door. 

» (New List)....40% | Steel, new lise ; anadium, No. 41}, 16 oz., Cast Iron........2-++- gross $10 00 

ia : oa ptececes . .New Prices ge etrcunasevoweressinne ae eee « 7 00 
Mill 2-4ine 2.0000: : : +s B.,No. 114, 16 oz. per doz. 

ilers Pals No, 12....Bach, $46 00 | Se 000710000" New prea] onsen don. mk 16 | ‘rine 
OS gem aan: tow : rs o2., per doz... eeeees ocoee OO UE hicoge ee eeeeeses Add 129% A 
Hand. Digging..... New aie ‘inner’s Riveting, No. 1, 8 oz. ny umbia Dbl. Acting. . 
oa — eet. Po Cerne = 
Goodell’s Automatic. ic cvitslinsicsial’ Sane aie heck ten a ee ee 9 40| Ideal Detach 
ae sete. ww selena] Shee Sind, esis iBen, gordss. 30 98 oe 
Perdoz.12 00 14 40 3-tine ...... ccccccccccs NeW Qeeeee Tack peace $7 26 
Goodell’s Single Gear,perdoz. 15 75 | * °° *+-*- pehsoanenene New prices] tees. = veguchttnms renee 
eg ay No. 44 per doz. Manure Per doz......+. Vrought Iron. 
m..... CE Ee ea TTS. 35-40% | 4-tine.... N . seseeee se BS 63) New Lists....... 
podell: Pratt No. 379 per dos. , eeececeseseses NeW prices Light Strap Hin eeeeeeeee eee TT 
. rrerrre reer 35-40% - vy ><, 
Reciprocating. ° a en eee ae HAMMERS, HEAVY. Light ages onaaal iss 
*, “ Py) n -q' eoee A Cavy 1 FLINBES....-eeeeees 
Goodell’s.......... perdoz 2600] .« - 2 orev e of ater ong and Sledges. - Extra Heavy P Hinges. ta a , 
oo 6 wae eee () 
, ew io 5 lbs. and over.... 
DRIVERS, SCREW. Arctic.......... = OF | stead a er Hook and Strap. 
en a SeeRESP es z os E a Single ‘ to I2in....... per 100 ths. $7 75 
Risen snayoseseenosres Nets} « [cc 7°°7°7! $0 3 and Double Face........50% hele Se: “ 7 $0 
eeeceeeesesessses a i oe to 36i a aie o o 
Picacesecesescccesses sta GAUGES. HANDLES ™ “nie 7= 
pa aw PANE s 0 0 0ccccccee * |Cream Pail. ; —_. ‘ Screw Hook and Eye. 
st nterchangeable........ Fairmount ommon Assorted... .per d fin.... a 
Réisca.... fMOUNE...+++-+++ per doz. $3 75 Pratt’ : o* oz. $0 75 EEE Re CSEROSHSS perdoz. pair $2 60 
‘eer Lightning. soeevesesesse 7 Marking, Mortise, etc. ......+.++ a —— Nos. 1 & 2, : : peedwesesess ed - 3 50 
Goodell’s Spiral ASAI 7 Wire, il ee een ewe ee Nets fives? Adjustable ee eeeeeees ee 6 00 ee eee eeeeee 5 00 
——— ts A +eeeeperset, 1 35 
8 ee COLE “ Disston’s. 25 sec ncaa sera ate 30% 
“ Peahteenessesen <a ene  ereennenenenes na Sesnceeee 0 
we WEaasecanccee “ % Chisel HOES. 
GIMLETS. . Gard 
; i . ere ene 
EAVES, TROUGH. Discount. ec eeresseeeesese ** -35@40% — Tanged, Firmer, Assorted, > pata at aceasta oeoss Net 
; b ic; Large, 85c per doz. arub, 
65-10% off Standard List. Bulk GLUE. — Socket Firmer, Assorted. eer New prices 
r Oc; Large size, 80c bt an... eeeden | 
, B Amber............. Coil Pi + Ss Gar oe rind per doz. New prices 
ELBOWS—Stove Pipe. A White. »........... a ore gana henenanttR gems: edhe 
ne ee ‘ segiasbiadeubeni demas 40% OFtar.....seeeeeeeere New prices 
1-piece Corrugated, Uniform. —  . ‘ 32c | File, assorted, 30c; Large, 35c per Fe a" ee New prices 

DORs vicccincscscascrenes 1 30) Army & Navy........ 40% Coma. ccemueson sereeeeeeNew prices 

G-iNCh. . 1.6... ese eeeeeeeeeeeee 145| LePage’s— ©! Adze Eye...... per doz. 40 to $1 00 

Ss a tenscaowodasce List “A” Blacksmiths’ “ 

jemnd 1 85 sedans ne H 
Dg tpaemtn ett 374% | Machinists’ Me 45c@1 00 OOKS. 
MBM es eeeeeeeeeeeeeeees 334% coe S0c@1 00] Awning. 
Uniform, Color Adjustable BT divdctctusedcssesacs 25 % Hay and Manure Fork... eeereee -25% Belt ag en — we 
elt, 

SeiNCh. . 0. sees eeeeeeeeeeeeeees $1 30 Wood GREASE, AXLE. Screw Driver. Brown’s.......++++0+ 70&5% 
i ee 148 Boxes. Assorted...... Po I Se a = . 
PW octieseess Frazer's eee eereeee per gro. $13 00 L. eeocce te eee uy yy oe 0 

pchiaiaauaaiae 1 80| fb Liehtni , ATEE..-- seveeseeee 90 | Bench 

ightning..... wiiddabeie 7 50 Shovel and Spade.. mn = 

tereeceesesees ao See Stops, Bench. 
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eo . : - a LINING, STOVE. NAIL PULLERS. 
ies Di ciseksacanennwne » Pullers. 
Per doz...$2 5 275 325 385 ae 
cde —_ LOCKS. see Sets, NAIL SETS. 
Common Axe Handle, per doz.$22 00 No. 60 Stearns....... per doz. $10 00 
Ce elit |, es ae te eee NETTING, POULTRY. 
Inch.. 3&5 i ; MACHINES. Galvanized before weaving,. . .40&10% 
Pr 100 $7 60-8 10 9 75 11 50 12 60 Without With | Galvanized after weaving...... +» 40% 
Clothes Line. Angular... doz. : 00 440 
Japanned........ per doz.48c @1 40 : —“. 5 400 | End Cutting. eaeenes 
Galvanized....... “ —-- 75ce@2 50 KNIVEs. Riveting. Stubb’s Pattern, Inches. 5 6 
Coat end Hat. Beet Topping. Stearns No. 1.......per doz. $12 00]. Perdozen............. $465 673 
Common Wire. ...per gro. 1 25-1 65 Cixte. ,9-in. Scimiter Blade, dz. 83 85 | Tenoning. End and Diagonal Cutting. 
daltisie Ba ino tteeeeereeeeees Pirie’ | No. 50 Peace’s Spoke...each $11 S0| Swedish Side. Inches.. S$ 6 
a Li Handles, 2. Myt..... seeeees $3 32 MAIL BOXES. Per Gast. cc cccccccess $450 $73 
Beechwood handles, 9° blade.. 4 50| See Boxes. Hoof. 
Corn. 25 Heller's 40&10% 
Common, riveted, painted Cooper's HOOP... ..s.ecseeceeees 18% MALLETS. i #/| v.eB...... p EEN. 
er <a a o : Watt Iie 006064260000e0e004 55&5% 
a tates tind \ ‘arpenters’. 
Li ieveeineae ” « | Corn. i 
Puy me filoper 2 3. eeeeeeeeee per doz. $1 y way, muad, No.3 5 a. a $16 4 bef NOZZLES. 
. ON'B.... es eeeeee . os 28 50) *08¢. 
See Goods, Bright Wire. Bares = caeieensdneas : 3 00 Round Hickory, anne * $3 5 00} Magic....... soeees sper dos, $9 56 
Woodford........... 2 25 Lignumvite.. “ 6 25-10 50} Diamond « $78 
Grass. E Square Hickory eeeee - Se . “ F 
c =e 3 5 > Drawing “ Lignumvite.. “ 8 00-12 00 
Standard........ (New List)... .15%] Tinners’. NUTS, HOT PRESSED. 
Per doz...$4 50 350 375 325] Adjustable 15 
Peas sccee se grerecececs a ae ™ 2 25| Square Tapped. 
s Carpenters’.......... 15 
Hammock. ° $1.85 off per 100 tbs. 
With plate.......... per doz. 1 10| Hay. a MACS. Hexagon Tapped. 
Wish eusew.......... “ 1 00 fount s Solid Socket...... qosis - National a dascoaia S0k1085% $1.85 off per 100 tbs. 
Lambrequin, or Drapery, per gro...30c] Twan's Sickie Edge! )'' * 15 go] Acme Steel Flexible........... ” 
Peibiailinsekes exes 50%@50&10% | Iwan's, Impv'd Serrated. “ 15 30] cyope, OILERS 
—— ond Mamure....cccccceces Nets ute No. 0. 2. is a dated eile pergro. Nets — set 25-10% 
crew. rr i fk eT ee ” opper ee eeeeeee on 
Peicnsccevsssdinsacsnnnts 70% | Challenge........... per doz. $6 00 No. ! ———— | ——, or aa 38% 
- _ H “ wire-cov ae foe Sete — ft  eeccsoeseoocesrocsooneses 
(See Goods, Bright Wire.) Disston's........+-++. with hendie 2 peas ~ eee _ 1 10] Engineers’. 
Seat Spring ee eee ee eeeeees per tb. Sic Mincing No. 2 Asbestos Toasters, — Tin. ..sse0- per doz $7 00@ 9 00 
ie Single..... - on SING... ccccccccee per doz . 60) achine. 
HOSE, GARDEN. ee Common, Double. im 2 ; 90 MATTOCKS. ee per doz. $0 89 
® r, wisi 
per Streeter, 6-blade..... “e 2 00 Di creketdasionbess eevee 25% OPENERS. 
Velvet, 3 ply-#” guar. presse. 14c Bo 
Eclipse > ™ . 17$c | Putty. MAULS. ” See Box Chisels 
Diamond a " o 21c] Common...... per doz. $0 75@1 50| Iron. Ibs 10 13 16 18 
ie made “ 1 Per doz....... Prices on A lication Can. 
di 75@2 50 PP 
a Wood Face, Ibs Delmonico........++- per doz. $1 30 
COTTON COV. RUBBER HOSE. Ss. . er doz ra, on Pe N Sli Sd 
Fligh Grade Apache 1” guar. press. Po —_— : 90@1 10| Wood Choppers’. ‘ nad a P 
SS eee GF , if 
400 Ths... ce cececscccerecceees as ie... 5 50@6 50| Lake Super’r & Oregon Pat. 40&5%| V.& B......seeeeee S% 725-1100 
~ HUSKERS. KNOBS MEASURES. OUTFITS, COBBLING 
S. Ss. : 
Doors. Galvanized, dos................ Combi 
Nos... - seescesecacece = oe same = settee eeees per doz. $2 8 Japanned, ws eeseccsccsoccens Nets E —— poeccecoes ee . 
i liccssdcsnes per doz. New Nets] Jet................. a 2 20 MILLS, COFFEE ucistdscesdncces “ 14 $0 
LADDERS sPetenpsiee kicaseavsnaesonsaeun 163 
IRON, PIG. Common Long esa pte 1140-10 a 
. SE Neds Jagalumeedad 17e@23c a » [Cream 
Gee Metals.—First column. PR vai MITRE BOXES. 14-qt., without gauge,per dos, $9 50 
Te tescidedurdendass 22 to 28| See Boxes. oat, “4 it 93 
IRONS. Step. MOPS. ° 
Cuties. Common, per ft. 230| Renae I is ie av-see.) vo 
eee eee eee eeeee “ oun s , - oo : 
Coaeseosesseeeesse sper don. 4 49) Common, With Sei, sd YO." Per dos. $450 $65 675/900. | jg "is vi. 21:7::Perdom BE 
Ric sg Ml GWE ae MOWERS, LAWN. Stock 
RE Rapp * 1 25 Gladiator—B. B. Galv’'d. qts. 16 18 20 
SRR Ri “ 1 00 ena yee Inches.......... A o 7'8s g7Oo| Per dos...$9 Ys 1078 12 75 1450 
Bull's Eye Police. Mi atecscenss 
a ing Universal—B. B. Water. 
Plane. 3-in. Flash Light...per doz. $13 00 i taceaeneed $5 25 575 600] Galvanized, 
Wood Bench Add 10 lis Inches a a on ¥ a gs'7s 6's 
_ eer 10% to list LEADERS, CATTLE. haa $3 50 390 425 Per dos......... $5 75 6 SO 7 $s 
Das Ju nevsnsinasines . 2 —“(<C;7273 SF 
Sad. aaa ma: $135 1 45| Stearns’. x? 
Charcoal........... per dos. $11 09 LEATHER, LACE. No. 112 in... 0-2, each $7.75) Cable: scHoop. 22.72. O™ Nets 
“No.7 To Asbestos aa eb cal Cut “Tene ates 10% from Standard List 16 inssssstss. ~~ 8 75| Cedar, 3-Hoop.brass.. “ Nets 
oO. is 1 75 net] Sides. 8B.. cccccce ~—— 9 25 
Cosegen, stein plated...... 8 25 Sizes under 17 ft....per sq. ft. 90c No. a3 Eccoccecees Pa 8 25 a 
Re = * Baterpriee, per set, Nets pins — ve 92c +4 epbeoe cove = : 3 DN i ccanénesneneneeeceas Net 
oO. ° . A RS, MP. eae o 9 7S5\F 
No.50T, “ « — Naive and Pl 10 Diikcessses @ an = 
No. 55 T. v7 ie . ve a peo ecccecececcseces '% ee « 10 75 commen Cocereseceeecccceseces Nets 
Tailors’ cP es ERS. Ne. 3-10 in oe “ B50) MMCrrerr ere reeeeeeeeeeneees : 
aed red......pergro. $3 25@5 50 Mic? Sao 
Seiten. . ° © ¢. i Sieieacsces inchesasees " 1 
$ Ib. Household............. 3 so Alaska.......... rs 10 00 18 io Seatac erie - 10 93 a 3 ! 2 3 . 
14 Ib: Tailors’ Goose. yee oteraa —. ad 20 im... ...+.0++ 18 75) Nevoebum...---............. “ 
rund aysone.... eeu eeeenested o NAILS. Savory No. 200..... per doz. $8 40 
Single Duck Nest. ...per doz. $5 25] Chalk. Cut Stodk.....-.. Prices on Application 
Double Duck Nest... “ 6 25 Twisted in 20-ft hanks Cus SPER 2 200 0e0e PAPER 
Sutton. oc ccccccccecss each 2 Nos. ‘ - g | Wire 7 _ | Sudiding. 
“| ene ae oe on Application| C Small pone - -Prices on Application a. peetetastes per 100 Ibs. Bas. 
JACKS. "Fwisied in 50-ft. balls. ‘ement Coated. oe poemmcacsseess .o ess 
> Re padeemings 3. 4| Small Lots....Prices on Application} ‘arred Felt. £ Sas 
ein... Prices on Application| Horseshoe. Red Rosin, 20-Ib...... on roll 72c¢ 
COIN s occ ccccccoccecses 30&10% spalded 1 in 20-ft. - Ausable pe — = ao : - $1 08 
ee Cc i ' Taka 
Wagon. _ See Prices on Application Sodloss. 
, Sand and Emery 
Richard’s a He. i. Aweee’ per doz. $15 Mason’s.....+ Putnam ; : 
tee eer 0 00} lothes TP ccvcsncsocccsconeceeses No. 1, per ream, best grade.... $5 40 
Oliver cs cvevesi per doz. $0 95] Picture. No. 1, perream, cheaper grade. 4 85 
, 60-ft. Sisal.......... ee ee 
Ph siisacceded 0 00} 50-ft. Coste heel l — _— catheniesusianhial Wrapping. 
+++0-$0 60 $080 Su-ft. Braided Cotton “ 25 Furniture EXPTeSS..0+ 4.000000 100 Ibs. Net 
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PARERS Tinners’. PUNCHES. SAWS. 

Apple. eee ee eee Net list | Cond % ad. 

Goodell’ siweckshercescoveses each, 10c| No. 22............+. per doz. $3 00| E.C. Atkins & Co. Prices on applic’n 
Turn i wed -_ - $10 44 DES nnadiwespuees tb. 25 Disevon' Rcsseenns Prices on applic’n 
White Mountain... - 8 40 PLUMBS AND L Ls Saddlers’. Disston’s Prices on applic’n 
Reading, No. 78 : 11 40/Common........-.+++++eeeeeees Nets} Common...... per doz. 1 50 to 5 00 Jackson Ss sccccsseeeeee. New nets 
goes si a erp gcteesrenccesocoveeess Pm Revolving Spring. Drschers A A any onapplic’s 
0 ds "s ratoga, 103 6 50 . shes :S *colagpatalaaiaiealariaiaass C) . tkins F ices 
Seeeeare Bases: "SS: $ 50] Davis’ laclincmeter............- og) COE Eee. ....or gt 6 oe opiates Bescocuns on applic’n 
“ “ 17Cu ° 

PICKS. POINTERS, SPOKE No. 60..... 14 50 E. C. Atkins & Co. ‘Prices ‘on applic’ n 

a ae Stearns’ No. 1........ per doz. $ 8 00 PUTTY. en vemnrectens he 

Drifting phe Poll Picks. ai. ~~ Serre = 10 00 . C ™ 
Plumbs, Railroad.............+- Strictly pure.....per 100 tbe. $4 25 EC Atkins & Co. Prices on applic’n 

Nr baccdesvatececssccceul aw Bier ss eg a RAIL. m a Rinaseceau Prices on applic’n 

PINCERS. : tear tor —— vu Mien. rices 
Nickel Plated, coil hanl’s “ | 110] Matchless, I-in................ So} ©. C. Atkins & Co. Peiosscn apeti’n 
Carpenters’, = aan Matchless, Ig-in.. 22222222121! Te |e meee eseress oe = 
Inches. . 12 POLISH. CNMIIDS 5 inns venccanvenune Sc oe 
i Atkins & Co. Prices on applic’n 
Black =. $3" oe ans os 45% owe doz. $1 10] dine Door. Dion's wevesens meagre 
It... sees eee eens : ate 
MINED se cerccreccesoceovosers FO IR. sc cnnitiectencsses “ 1 50 . SEN See....608 Se ‘Dison! eee Prices on applic’n 
PINS. Ss ndhgie mae meen “ae 2 60 RAKES. Floor 
Clothes. ROD. cickatiekwedesios “ 5 00 ee Bow, 12-inch Teeth.. Pee doz. e C. “Atkins & Co. pas aces OB applic’ = 
“ , Bow, 12-inc eet 50 et eee rices on applic'n 
Common. ...per ben ek eo, | ree “ 9 00} Steel, Bow, 14-inch 2S 25 | Ha ch. 

Picket i cekhe nina ewes 15 00} Malleable Iron, 12-in. - 4 75\| Disston’s......... Prices on applic’n 
Fluted, 15-in........ per doz. $1 10 Malleable Iron, 14-in. ** 5 00 | Hand and Rip. 
gested, 28: sm vevueben wi 1 60} Metal. Hay. B. C. Aahiee &¢ Co. - Briees on pew n 

WE. ccccccesceces “i 1 90 i isston’s No rices on applic’n 
P Wiserd, 6 os....... per gross $17 40) Wood, 10 Teeth............. $4 00| Disston’s Nos. 8, D8, 12, 76, 112, 
PIPE. §pt....... 19 20) + own. D100, and 120. . Prices on applic’n 
Conductor. . Oh coke “ 36 00)" 55 Teeth DIE, 6.0 c0cennvcees New nets 
Plain Round and Round Corrugated * Geb. .ss ta. Ca tere eetors per doz. $5 50/ x,,, ‘on a . 
ee rr pee eee 55% “ “4 : E tkins 0. Prices on applic'n 
28 Gog satiate” uh tethteiy eisk = Y ie $gal...... aera? 9 60 RASPS—See Files. OS Prices on applic’n 
26 ry aaate dame state 45% Igal...... 15 60 Miter Box. 
aa Petree re eeE 20°) Stone Ota ponents ie C. Atkins & Co. Se on pene -od n 
. esc cccceosesses 0 4 ° isston’s........+ Tices on ap n 
Sq ee ee A and B and] Black Eagle Paste, 1-Ib. cans, Auto Se. : eae ” * 00 | Panel. Athens & Co.Pil 4 : 
> - 90% OS ERE RR AE: $30 00] Gem.......-..-6- . % 40| E. C. tkins 0. Prices on applic’n 
Tear 5] mia tntocisicmn [ome ew: : $B), Benth) niece 
= 4 eoeeeesesorers . : L PCT CASE... cceececcese 4 90| Ever Ready (3 doz. lots) i 8 00 a, en. Atkins & Co. Prices on applic’n 
Ce eesereeererrereses IO L ' Ssstom’S...ccccce : 22 
Caivepteed Tepe Bones, Genuine as ~_ “om oe ee 11 40 RAZOR STROPS. Pensa : wenapibelas te 
"H. me Metal, Char. | __ PCT TOSS... +--+ ++ eeeeeee - : i 
0.5 y eee | "ered “3 B, Chas Stack Resto Lieuid, 6 es.. Star (Honing).... ee capereccenes 50% Stairbulder® heen Prices on applic’n 
Plain Round and Round Corrugated PET GTOSS... 1.2.0 eeeeeee 13 20 REGISTERS. E. C. Atkins & Co. Prices on applic’n 
NS og wig al 50% Japanned, Bronzed & Plated... .. 30% Dission’ Seveeeeeee Prices on applic'’n 
26 aga rimbcnnner pa Asian 40% FIRE POTS. = i Lo, or Bronze Metal. . List ve 4x Atkine & Co. Pri . 
me sedate 15% ° Da ce eeaceenseasenetons %\' E. tkins 0 . Prices on applic’n 
Square Corrugated A and B Polygon) — Lambert's, each $4 ar pa » Disston’s......... Prices on applic’n 
and Octagon. as DY occcccccceserees oom, REGISTER FACES. 
» Gauge.....---.0--eeeeeeee 45% Gem... -0-- 0-05 each, $6 75@8 50} Japanned, Bronzed and Plated. SAW BUCKS—See Bucks, 
ai wae ies 35% ° A. ESS 
, arr ere 508 Fowaen. 14x14 Ff eee 308% SRW GETS ~Ges Sete 
4 “ 16 oz. Copper, all de ‘signs. 20 See Ammunition. SAW. TOOLS—See Tools. 

sir ew PRESSES, FRUIT AND JELLY. . ve 
yalvanized and Terne ‘Steel. i : Iver Johnson Satety Automatic on, plain...... -ouge $1 SO 
MEE ae ety 45% | Baterprise Manufacturing Co....25%|_ DE fone aharas New Nets; Common painted. . 210 
1 inch coe corer ereeeseeesees 45% fea el i 900 COSTE HOOOCe = SCALES. 

I RnR ete aaa hese 45% . J. 1 1900.......-+4. “4 ; 
cg -aphelanaaieatdstentabeen sere 45% PRSIEERS. : Counter. 
, so tiaiglaielteiostedghltnigeece: =f 40% See Amunition. m RINGS AND RINGERS. TD cies Scsninsn came 40&10% 
Discounts on Round apply o: 2 Ju 
inch to 6 inch iaplasben> > canta . FOBPEE. . ccccsccceseees 2}-in. 3-in. SCISSORS 
rar regen tose, elt PRUNERS. ie a etateneencee .—s_... . ., 60% 
Less than 15 dozen F. O. B. Factory | Disston’s Pole........ per dos. $18 00} «3s Improved Self- 
Ter 30 days net, 2% ten d ~ Ae Piercing copper, doz. ° = 
erms: ys ne en days, Water's Improved..... : 60%| Steel, per doz......... 1 80 SCOOPS 
Standard Gauge C eoduster Pipe, Hor. Grain. 
plain or corrugate } bu. “ 
Not Nested.........0..c0.-2 55% PULLERS. Blair's Rings........ perdoz. $ 75] fburdercuise”..::POP2O™ § Op 
Ne ted solid ..25222200001. 60% off | Cork. mode mnie -° -2 
rown’s IN®S....2e6 
Stove. Per 100 Daisy. ee eee eeenee ** -each, $3 10 Brown's ell as “ 1 00 Box SCRAPERS. 
Joints EE er ee = 1 40} Hill's Ringers........ = 1 00 | “ 
29-Gauge, 3-inch............ $12 251 Quick and Easy........ % 2 70} Hill's Ring, boxes.. - 72|_ Triangular, No. 6....per doz. $€ 25 
os tae pieadainsaan + 73 = Major Rings. . ” 60 Cabinet 
Re: 3 : ect Ringers...... = 1 50 , 
© . Bairesacoseed 16 25 | Nail. * Wolverine | .- baa = 5 gg] Saar He 6... oer dos, 981 0 
: eh FE Sc ccccssiensed per doz. 14 50} Wolverine Ringers... “ 1 10 Socket ... per doz. $12 00 
T-Joint, Made-up. Never-Slip.......... per 17 00} Fruit Jar. Floor. 
DNs nrnsececseves per 100 $35 00 OS per Ib..... 30c} No. 10, Stearns’.......each $14 00 
Furnace Pipe. Road. : 
, — PULLEYS Key, 
Double Wall Pipe and Fittings 25% : Sp! Cubic ft...... 5 3 
Single Wall Pipe, Round Pipe Awning—Jap'd......+0+200000++10% Split. —- oe “soe $0 ps4 With runners, ea. $7. 00 6 50 6 20 
PN hekactntkncensaess 25% Ball, round.......... “< 40 
Galven'’d and Bleck Iron Pics, Clothes Line. .....++ ee awn SCREEN DOOR HINGES. 
MU inécactrviesunernh 2 i : 
25% | Hey Fork. Copper Belt....... Add 18% tolist| fast ton.........--3 wg, $13 08 
PLANES. Iron Wheel, 5-in..... per doz. 250] Coppered Iron.........++++++-30%) 
Stanley Iron Bench............+.. net| Wood Wheel,6-in....  ‘* 2 65 —- eseneuseo~ aaa ro SCREWS. 
PLATES, TIN. Weed Wheel, €in., pass Suet, Slotted Clinch. ......per doz. 60¢@1 10|" ror, ins. 1 ; 
See MetalsinColumn 1. 8 8 8s fs settee sereeeeees per doz, 3 00) Tubular. "$9.75 4150 1375 21 SO 
PLIERS. Sash. Nos. 1 and 2 assorted sizes, 50 Wood, white maple...per doz. 6 00 
oe ne ee doz. 75c) Hand—Wood 
, e CIN i nccuduccodseesacessnn Net Nos 1 and 2 assorted sizes, 

Cutting. Commen-fanee, i ncedceenee Net] $M DOK......--seeeeeees o 
Bernard’s.............. New Prices Empire Pattern, 2-in...... ooo. Net RIVET SETS. eT 50-5% 
LET REEL LIN: New Prices | re Cccecceccccecess Net} ~ee Sets. Saw—Cente 1 
Siacrceces Ssess New Prices} Steel...... seeeesecenesseee ss Ney (, ROPE. Nos “ : 2 4 

Fencin ‘ rr 

8 sunere. , $16 in. Com. o reels.perb. . BSc 4 eee 47¢ S5Sc 75c 90c 
SS re All Nets] _. , 5-16 in. Com. in coils. -75¢| Wood. 
Farmers’ Choice.......... All Nets| Pitcher Spout. Sisal. i 
PIN 0-00 5a saipiicksneel All Nets i P. H. Bright........... 70-10-1 
Nos... Bo 2 S$  & | Wet Quality... sees eeeeees 20. R. H. Blued....00.00.0. 65-10-10 
Flat ond ) =e peeeebeeuanwe 7éc ie MNEs ccccsccncesed 624-1 
<choage Nose. . ‘ Each seeee pianeeaesesneneseee Pure Manila. Fr. H. Bras Sebi aead: 42 10-5 
eer eos ew $ Ist ity, base....... tb. 24 + Fi. BrasS... ... ee eees 
Desegen Site tilencelicene > a Prices Spray. Sobeuss Gente. valean Pere ic R. H. Nickel Plated....... 574-10% 
Rah eee ae eee ew Prices} Midget Junior....... 2S, 

Gas.—Inches 7 8 10 12 14 er ccccce eve —" ; ~ Hickory oa 20% ee 4 13 so 

Pe: Goa. $ 00 5 507008 00100 Crescent ws vee 6 80 Logeestassseevrscescoseseese120% Honest Dutchman. 2. 29 
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ET: 
oo he ” TISAN A 
- a Gea 1 » per. d ND HAR 
a aie DWARE R 
inners’...... A On.. ci 
-. ee per doz os for bluing were Nets TAP ECORD 
nanan . $210 Try i “$3.00 per doz. lise|4 4, ES, MEASU 
pepea's Spann stad eX 25% Vi fiend oo oz., net.) Lufki Skin.. URING. -_ 
Diston's Monarch. $6 Try ond Miter. dp ama aS te Beek ot are Se Se 
Pee vara « ee 50| Fox's iter. he Lufkin’s ae Te List Net Glue P w 
Nash's i “ae “ ' 7 20 Winte 1° ride s Pocket List to tis oe ‘ots. ARE. 
——s at. aeisivarkcs : 3 = Ms bool, RMON t plus 20% ame 
tillm aig oe meiidiaiieiinies, 10 te teeeees 
S on’s Lever... _. “ 31 : ERM nameled. ...Add 
mommy’? PRE eess> 4 29!Co SQUEEZERS, L oon: oT ASH BOARDS—§ 15% to list 
arns H'nd, No. 100 “ 230 Porcelain Lined » LEMON. jood Back. nai sors 80c@$ sibilities 30% 
ut, No o Boss, = Lined, Weed. ov iil 2 00 1 25 S—S 
Whiti “ .103 “* 7 50 Iro: malleabl Wood. r doz. $0 7 . @ 12 00 ee Boards. 
Becenteie Anvil So. “ 17 50 Ion Fras pore'n bow! = 4 t 2s a TIES — --g G. — : 
_N. P. Morri and, No 5 ositieen Giant tin'é —w : 12 Single Loo > sonst ete . cast iron 
Pm AALS" rrill Pattern. ea os in’d iron.. - +33 carloa In.3/16 el in 5-Ib. b -- per. 3 
mel wang 105, x doz. 11 50 ae ~~ on se F se ieew—Seo fens than cat ES 18¢ bo 1 ' 3 -_ per Ib.: s 
oe, SHARPENERS, = og 10 00 (Bund STAP ™ 4 So TOO ” 1S% 3 12¢ 114e mA bd . 
—.... oe any Barbed Las. Disston's Uni is, saw. Ax...... WEDGES Vs 
mame SHAVES pot wees. $1 60 ———- per Ib. 02 versal. ....... 40% a ee é mast stenoes sées, B 
rns’ No. 1 ° KE. sc —— os ' mr | Sow. eeeecseeeneees per ets 
No 2.2. per doz Polished 16@19¢ Reddi — | a » * 
3 Now? 4,5,6.. ~ a = Galvanized... .... per 100 G dick’s..... Calf. W 84 
—- . 3 35 —< 100 Ibs. $5 45 bepethChees, per doz. $9 Fu SANEDS. 
Pruning, SHEAR’ 5 00 Galvani 615 Histor No. mS. 50 uller’s, perd 
uning. SHEAR: 3 50\F" nized....... mo hy aR, Tyler's ls 
B S ‘rough per 100 N Jum .* Safet $2 0 
— No. 1 Weeugh tbs. 6 50 ewhouse Aya eeonetesens $1 65 Carroll's y, per doz. 1 ) tof? £0 
Cali eye, No.2...... perd Sta: t Stapl Mouse and a 2 25 Hoosi » per doz.. E5t.9 2 
iforn Be oz. $ ples ples, H alae eit 5 er, 2 40 
California Pat.,9-in “ S75 Staples, Hasps asps an Out 0’ ‘. '3 85} Sha per doz Oto 37 
Draw Cut, Pat., 10-in. 7 3 ° pbtaples. and a | Sight sSeuse Net per gross w Perfected —y 4 é 
ra . re) ° a, a ——_ -_ 3 0 
Henry's Pat 0. Rees = 13 +4 Se istn cnescenee Sou i {it Pocket Moje idewanene #8 = Hitch WEIG — 
e Me $8) sreeuvann. i Pocket Gopher | Hitch zIG 
Bestia a =e diog| Gerace INS pti 
a aaasseess> 102 90 > Discount 25 . Morey Rat anne amit > - Ton “oa Chicago ...pertb. N 
~ appar oz. $4 00 %o- O 2 ee se) § 8, per to = 
N 7 See Axe STON Woot Rat. Misesee anaes 11 06 maller lots Mecvecce 
Star es Grip. Pek | 25 afte 7 Hind ES. Choker Mor Bk 11 of . per ten......... $57 00 
Ae ees 100 11 2 12 00 MeO oer use, 4 Holes 13 St Ww +++. 60 00 
morncins*** 5 12 25| W: _~ appeeeeaaggs s 1 af N HEEL 
SH Sa alata aaa ita o06es " Ib. New N Brick. TROWE t o. 4 Tubular S BARRO 
owe SL '% Rmer ear set ets Clo LS. Common r Steel. Ws. 
feck io , SLIDING DOOR oo. one “ Brade',.-- we Angle leg pee or se xr, ...@ $7 00 
er esee0 * Oil—1 a: iss _ Se RRR +» Rar ray 
oa gi'eo 17s 2 oe nsogoe eee eee Gam. Us eee ‘sas OD. ee eeeeeee > 2 25 
Per set 1 75 Ark nsas Hard N wo AVC. WH 4 00 
. $1 2 40 ansas 0.7 *<qaemcmmmaimaaacaias 30 arboru EEL 
SHELLS 80 210 2 Washita a nent om NewN Cl — oe NG | Emer ndum... S. 
SHE affine Memenienl 7S 4 25/05 0. 717.. ant ets ——7 Leaf. W, ~ 25 caemnaab tail 
Union. ELLERS — {amounted ss Ww ryt Bic et ee eeeeees - ~ nseseesesseeeseneensen 50% 
nahin ee arden , N. ene 4 . . c petteeeeeeeeeeens er doz 66066608 8 seseceedln 
Expansion SHIE! ...per doz. Arka: ne cc. wnoseeety 25 ¢ eachege se 10 0 
ELD $6 7 tkansas So: ee ee : in. he -+ -$5 50 12 
Bolt Shiel ee. 5 Lily Agu Cais tb. New Neta| B22: enuces Net cortilaibei ae oem 
aaacieul 60% seer Creek... o “ Warchouse ors . per doz. $26 00 
Conductor... SHOES. ° ee . oA * ———— each, $3 75 Brass. WIRE 
eT a at . pe “ eS pan In coi . 
Peed . peanee as 60% Scythe. Pull ae “"$5'00 2 3 In “9 se eseeseoes 
OVELS AND ition. oe mee 5 75 ; 30 9 40 Pisin new Sit oer — 
No. 2,Wi SPADES. Cr nond....per 11 00 | N 
N oodford escent gro. N a ii ets 
ee tieaseseca pe jenn din ly > new Nets tee ee 
mes’, new list... “e r doz. $5 SO a pa 0 TUBS, WASH i nihegrenthaial oa Mate 
seid niin Discount, 124 Extra Quinnebog. “ » a, oo ; ‘7 = 
National. .. - hollow bek, bik. toy +f Himes a | " aso nage 
cpt mt bE] top . P a Bx i aieaalin: meni 
Bor Drak we. = “ _ a“ “ as - Pacmag 50 11 7s 12 1 large Pag nn gee Bith.cs.csceeee Nets 
toe 5 & Ditchin oe STOPS, vanized. 73 15 50) Noe om. rs seesenes Nets 
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Chicago, Ill. 
} Niagara Machine & Tool Works, 
| . Buffalo, N. Y. 
Accessories—Automobile. Fenders, 
Curfman Mfg. Co., F. L., Meyers Mfg. Co., Fred J., Machines—Stove Pipe. 
| Maryville, Mo Hamilton, Ohio| Hemp & Co., St. Louis, Mo. 
Asbestos Sheets, Files. | Machines—Tinsmiths’. 
Central Heating Supply Co., Bertsch & Co. 
Chicago, Iil.| Delta File Works, — ertsch & Gambet@es City, Ind. 
|Dominion Asbestos & Rubber Philadelphia, Pu Dreis & Krump Mfg. Co., 
| Corp., New York, N. Y.| Disston & Sons, Inc., Henry, re Chicago, Ill. 
lees vienna "®- | Knoe dler, Frederick J., 
| Bail Ties. |Nicholson File Co., a Philadelphia, Pa. 
| American Steel & Wire Co., Providence, R. I. \Hemp & Co., St. Louis, Mo. 
Gunes, 58.) . Niagara Machine & Tool Works, 
} Flue Thimbtles. | Buffalo, N. Y. 
al Bins—Nail. - , 4 2 
os gr ralla Ohio Sterling Foundry Co., , 
 emaara Mfg. Co., Wellston, Sterling, Ill.| Meat Smokers. 
» |Chatsworth Mfg. Co., 
| Bolts and Nuts. Chatsworth, Il. 
: P * a s } Flux—Soldering. 
Corbin Screw Corporation, } 
New Britain, Conn./ Allen Co., L. B., Chicago, Il. | Metal—Babbitt. 
| ae & on, Soa =. {Merchant & Evans Co 
Chicago, III.| Freezers—Ice Cream, Philadelphia, Pa. 
; bering hiennseeerte — Bros. Mee adelphia Pe Metals—Perforated. 
|Corbin Screw Corporation, ; “* ” "| Harrin 
- - ‘ gton & King Perforating 
| New Britain, Conn. | Se. Chicago, Ill. 
Brakes—Cornice. Furnaces—Soldering. 
Bertsch & Co., Clayton & Lambert Mfg. Co., Miters, 
Cambridge City, Ind. Detroit, Mich.| Friedley-Voshardt Co., 
Dreis & Krump Mfg. Co., Diener Mfg. Co., G. W., Chicago, Ill. 
Chicago, Ill Chicago, Tii. 
Niagara Machine & Tool Wks., Ringen Stove Co., St. Louis, Mo. Nails—Slating. 
Buffalo, N. Y Hussey & Co., C. G., 
G " Fi Pittsburgh, Pa. 
Brass and Copper. suaraa—F ire. 
Hussey & Co., C. G., Meyers Mfg. Co., Fred J., Nails—Wire. 
Pittsburgh, Pa. Hamilton, Ohio American Steel & Wire Co., 
Merchant & Evans Co., Chicago, Ill. 
Philade ‘Iphia, Pa. Hammers. 
‘ a 
Castings & Malleable. Vaughan & Bushnell Mfg. Co., ' Ornaments—Sheet Met . 
> Chicago, Ill.| Friedley-Voshardt Co., 
Fanner Mfg. Co., Cleveland, Ohio , Chicago, 11. 
Ceilings—Metal. Handles—Boiler. Gerock Bros. Mfg. } a. 
Friedley-Voshardt aa - Seseer Brea. Ca. 
. : Philadelphia, Pa. Parts—Bicycles. 
Milwaukee Corrugating Co., : 
Milwaukee, Wis. Corbin Screw Corp., on ‘iia 
Vhitaker-Glessner Co., Hangers—Eaves Trough. New Britain, Conn. 
Wheeling, W. Va-| apbott Mfg. Co., Parte—Teels. 
Cleveland, Ohio 
Chain—Furnace. Corbin Screw Corp., - e 
Centre : § ly Co. New ritain, onn. 
entral Heating Supp Tatonee, a. —e School = 
Corbin Screw Corporation, Hammond Heating Co. Patterns—Furnace. 
New Britain, Conn Cincinnati, Ohio| Auer Register Co., 
: Haynes-Langenberg Mfg. Co., Cleveland, Ohio 
Chaplets. St. Louis, Mo. 
Fanner Mfg. Co., Cleveland, Ohio) y4, yer Furnace Co., Peoria, Il. Patterns—Stove. 
Cleveland Castings teen = 
, . . Cleveland, ° 
Camaeey cape Heaters—Warm Air. ; 7 ore 
Sterling Fdy. Co., Sterling, Ill. Quincy Pattern Co., Quincy, Il. 
American Furnace Co.. | iis Mo.|Vedder Pattern Wks., Troy, N. Y. 
Chimney Tops—Revolving. " . - ~ 8, Mo. 
> . Ste , Central Furnace Supply Co., 
Sterling Fdy. Co., Sterling, om Chicago, Il. Pipe—Conductor. 
. . Berger Bros. Co., 
Cleanser—Hand. Sees Cae 6 eS Philadelphia, Pa. 
Nickel Plate Stove Polish Co., Clark-Smith Hdw. Co., 
. ‘ Haynes-Langenberg Mfg. Co., ‘ 
Chicago, IIl.| St. Louis. Mo. ss Peoria, Ill. 
r . »y-Voer 0., 
Clips—Damper. Hall-Neal Furnace Co Friedley-Voshardt Chicago, Il. 
Waterloo Register Co. Indianapolis, Ind. - a¢ ae , 
Waterloo, Iowa|Hammond Heating Co., ussey 20., Se Mrs 
Cincinnati, Ohio ge Pa. 
» > , Milwaukee Corrugating a. 
oastera, Henry-Miller Foundry Co., 
Buffalo Sled Qo ‘ Cleveland, Ohio Milwaukee, Wis. 
uffalo Sle 7 ~ 
North Tonawanda, N. Y.|Hero Furnace Co., Chicago, Il. Pipe and Fittinge—Fu - 
Hess-Snyder Co., Massillon, Ohio a 
. * Central Heating Supply Co., 
Cornices, Mahoning Fdy. ©o., : Chicago, Ill 
Friedley-Voshardt Co., eee Ohio! central Stove & Furnace Repair 
Chicago, Ill.|§cheible-Moncrief Heater oon Co., Chicago, Il. 
, Cleveland, ate Henry-Miller Foundry Co., 
Cut-Offs—Rain Water. Schill Bros. Co., Crestline, Ohio Cleveland, Ohio 
Sullivan-Geiger Co., Schwab & Sons Co., R. J., : 2 Furnace Pipe 
Indianapolis, Ind. Milwaukee, Wis. ~— ~~ anne Detroit, Mich. 
Waterloo Register Co , > 
Dampers—Hot Air. ateree ess Gites, Gece sate Inte — sit a 
. Co., Mt. asant, Iowa 
lowe Co., The 8S. M., Wells Furnace & Supply Co., F 0 eau aaa 
Boston, Mass. St. Louis, Mo.|Stearns Register Co., 
ae cnn Detroit, Mich 
Eaves Trough. Wise Furnace Co., Akron, Ohio 
Abbott Mfg. Co., Cleveland, Ohio| Wrought Iron Range Co. Mo Pipe and Fittings—Stove. 
rege s, Ce *hils ia, Pa. Sra ee ' Stov 2 »pair 
Berge r Bros. Co., Philadelphia, Pa Youngstown VFornace Co. Coneral Stove & Pamee Bes A 
Clark-Smith Hardware Co., Yo stown, Ohio JO, " ° 
ungst , : - 
Peoria, Il. Hemp & Co., St. Louis, Mo 
Milwaukee Corrugating Co., . Michigan Safety Furnace Pipe 
Milwaukee, Wis. Horse Shoes. Co., Detroit, Mich 
Whitaker-Glessner Co., American Steel & Wire Co., Safety Interlocking Stove Pipe Co 
Wheeling, W. Va. Chicago, Ill. Mt. Pleasant, Iowa 
Sullivan-Geiger Co., 
Elevators. Hotels. Indianapolis, Ind 
Kimball Bros. Co., Hollenden Hotel, Whitaker-Glessner Co., 
Council Bluffs, Iowa Cleveland, Ohio Wheeling, W. Va 
Enamel—Iron. Jobbers—Hardware. Polish—Metal. 
Nickel Plate Stove Polish Co., Bullard & Gormley Co., Black Silk Stove Polish Works, 
Chicago, Ill. Chicago, Ill. Sterling, I)! 
Black Silk Stove Polish Works, Clark-Smith Hardware Co., Nickel Plate Stove Polish Co., 
Sterling, Ill Peoria, Il. Chicago, I!) 
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Fence Gates. 
American Steel & Wire Co., 
































Machines—Crimping. 


Bertsch & Co 
Cambridge City, Ind. 
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